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NW) IS OVER .... : 


THEN WHAT : 


SET UP A HOME BUTCHERING 





, 
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Dealers who now have 
eo HOME BUTCHERING 
SUPPLIES DEPT. say: 


‘Sold more butcher supplies 
in 2 weeks than I did in $ 
months before.” 

“We sold more meat chop- 
bers than we have sold for 2 
years.” 


“Increased sales of items in- 
cluded about 33%%. Intend 
to run display entire butch- 
ering season.” 

“Think this display plan is 
very good. Hasincreased 
sales of butchering items sub- 
stantially,” 








SUPPLIES DEPARTMENT 


Now’s the time when farmers do their home butchering. 
Make your store headquarters for HOME BUTCHERING 
SUPPLIES and get this business. Here’s what to do: 


1. When you clear off your Christmas displays use a 

counter or table to feature HOME BUTCHERING 
SUPPLIES. 
Include in this display: CHOPPERS, STUFFING 
ATTACHMENTS, SAUSAGE STUFFER-LARD-FRUIT 
PRESSES, KNIVES, CLEAVERS, KETTLES, GAMBRELS, 
MEAT HOOKS, MEAT SAWS, MEAT PUMPS, THER- 
MOMETERS, HOG SCRAPERS, SHARPENING STEELS, 
WIRE BRUSHES, LARD PAILS, CURING SALT, SEASON- 
ING, CASINGS, and all of the other butchering items 
in your stock. 


If you do not already have it, send to us today or 
ask your jobber salesman to get you FREE “HOME 
BUTCHERING SUPPLIES” display signs and other 
FREE display material. 
Feature “ENTERPRISE” Choppers and Sausage Stuffer- 
Fruit-Lard Presses — farmers everywhere know them 
and use them. 
Here’s a proven way to build sales. Check your stock 
of the items above, order what you need and go after 
this profitable business now. 


See the Enterprise display— Room 643 at the 1940 House Furnish- 
\ ing Manufacturer's Exhibit. Palmer House, Chicago. January 7-13. 
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Cost No MoreThan 


Any Other Good Brushe 


Priced to Meet Popular Demand 
Best-Known of all Paint Brushes 
Are Best Sellers—And Stay Sold! 

































Whether it’s threshing machines or flower seeds 
or paint brushes, you can do best with ‘‘name”’ 
products. And when nationally-known brushes 
like Woosters sell at the reasonable prices you 
can offer them today—MiAster, you can ‘‘go to 
town” with this good-profit, quick-turnover 
line. Think of the big selling points in your 
favor. Genuine imported Chinese bristle! Rock- 
like Foss-Setting that prevents bristle shedding! 
Mothproofed brushes that reach the user in the 
same fine condition they left the brushmaker’s 
hands! Call your Wooster distributor today! 










Here is the one and only 
original and genuine 
“Shasta.”” Invented and 
made only by Wooster. 
One of the finest Varnish 
or Enamel Brushes avail- 
able anywhere. 











Hand-formed. Naturally 
chiseled by its exclusive con- 
struction, and containing all 
selected springy Chinese 
Bristles. Swedged nickeled steel 
ferrules. Foss-Set. Get your 
supply for early 1940 now. 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO 








No. 47 AUTOMATIC DEADLATCH 


The case has the attractive brown wrinkled finish and con 


cealed screws 





thie 


Suggested retail price $2.10 


No. 047 AUTOMATIC DEADLATCH 


The case of this lock is finished in wrinkled brass. Visible 


screws type 


i) 


wo 


No. 10 DEADLOCK 
The ‘Steel Bar’’ Deadlock 
This case is finished in wrinkled brass Oper 
ated by key from outside and knob within 
Suggested retail price $3.50 


. |) coon Ae) 
PIN TUMBLER DEADLOCK 


Tubular Type 
The bolt is .of extruded brass 
reinforced by two hardened steel! 
pins to prevent sawing front plate of 
forged brass. Suggested retail price $3.00 


No. 175 
PIN TUMBLER DEADLATCH 
Differs from No. 170 in that it 
has the added feature of dead 
locking automatically 
Suggested retaii price $3.30 
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e Age, =o! every other Thursday by Chilton Co. (Inc. ), Publication offee, Chestnut and 56th Sts., 


Hardwear 
39th Bt., New York, Y. Entered as second-c 
1.00 per year. Binole ‘copies 15¢ each. Vol 144, No. 13. 


Sugcested retail price $2.00 


= TIME yousella 
YALE lock whether 
it be a lock retailing 
for 75¢ or $6.00 you 
have made a friend. 
Your customers know 
the name YALE on a 
lock is the symbol of 
the highest standards 
of quality, durability 
and workmanship. 
For complete details 
regarding any YALE 
products consult your 
own jobber or write 


to us direct. 


THE YALE & 


AUXILIARY 
LOCKS by 


No. 192 DEADLOCK 
Interlocking Rotary Bolt Type 
Has hardened steel rotary bolt with two heavy 
steel projections which interlock with the 


strike Suggested retail price $4.50 


> 
=— 


No. 197 DEADLOCK 


Vertical Bolt Type 


One of the strongest jimmy-resisting locks ever 
made. Choice of bronze or chromium pleted 
: Suggested retail price $2.75 


TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 


lass matter, March 24, 1933, at the Post Office at Philadeiphia ‘under the Act of March 3, 1879. 
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Triple barriers— 

hree high ribs that 
triple-seal the roof 
against rain, snow or 
sleet. 








3. Syphon Seal— 
Three cross crimps at 
the sheet’s lower end 
stop end-lap syphoning 
and keep out wind- 
driven rain. 


Clinch Sales 


with six-star 





2. Double drains— 
Two large channels 
that prevent Age 
syphoning and draino’! 
lown-in water. 





4. Spring edge— 
This curved lower lip 
seals end laps, makes 
roofing lie snug on the 
decking and prevents 
any seepage. 











S. Pressure angle— 
Each sheet has a curve 
that forms an angle 
with the decking, flat- 
tens out on nailing and 
hugs the roof. 





6. Nail brace—The 
steep- pitched central 
corrugation braces the 
side-lap for nailing. 
Nails are easy to drive 
—no sticks needed. 






When you’re selling Stormproof Roofing, you’ve got six star fea- 
tures to talk about. Six sales angles that make Stormproof a sure-fire 
winner among roofing materials. 

Look them over and prepare your selling talk on the special 
triple barriers, double drains, syphon seal, spring edge, pressure angle 
and nail brace of Stormproof Roofing. You’ll find most prospects sold 
on steel roofing anyway. It’s the modern material that was used on 
the super-farm buildings at the New York World’s Fair. It’s light, 
strong, durable, proof against fire, lightning, rain, hail, snow and sleet. 
And Stormproof is the high point in steel roofing, tops in appearance, 
protection and long life. 

Stress the ease with which Stormproof Roofing is laid: no seaming 
and just one row of nails at each side lap. Point out the protection 
Stormproof provides for any building against wind-blown rain and 
drifting sparks. 

One barn or farmhouse roofed with Stormproof is a salesman for 
many others. Stormproof is the kind of roofing that wins friends 
quickly and keeps them permanently. 


BETHLEHEM STEEL COMPANY 
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Start 1940 Right 
by Shopping 
The INTERNATIONAL 
HOMEFURNISHINGS 


MARKET 


All signs indicate 1940 
will be a good year for 
retailers. Currently 
Barron’s, national fi- 
nancial weekly, reports 
factory payrolls index 
up to 101.3 as against 
84.2 a year ago. Employ- promotable merchandise 
ment is up to 103.3 as against to be displayed the second 
92.4 a year ago—and still rising. and third weeks of January at this 
With the public in a better mood’ greatest of all homefurnishing 
and position to buy, smart retailers markets—The Merchandise Mart. 









can make 1940 an even 
better year by doing, 
themselves, an extra 
good job of buying. 
That means shopping 
carefully the record- 
breaking array of new, 






JANUARY 
MARKETS 


$ to 20 


inclusive 












SHOP ALL SIX MARKETS 


1—Furniture. §—17th Semiannual Curtain and Drapery 
Exhibit (January 8-19). (Sponsored by 
2—Floor Coverings Chicago Drapery Manufacturers Association.) 


6—Sixth International 
Housewares and Appli- 
ance Show, including Toys, 
Games and Wheel Goods. 





3—Lamps and Shades. 


4—China, Glass and 
Pottery, and Gifts. 














dhe MERCHANDISE MART 


The World’s Biggest Buying Center « Wells Street at the River 
CHICAGO 
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Informal Editorial Comments 





By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 





Housefurnishings Shows :— 


Next month at Chicago the an- 
nual Housefurnishings Shows get 
under way. Early reports indicate 
there will be a heavy attendance 
of wholesale hardware housewares 
buyers as well as department store 
buyers for whom these exhibits 
are intended. A wide variety of 
merchandise, new and improved, 
is scheduled for display, including 
a most representative showing of 
such major appliances as washers, 
ironers, stoves, ranges, vacuum 
cleaners, complete modern kitchen 
ensembles, refrigerators, etc. In 
this issue are the details of the 
dates and places where housefur- 
nishing goods are on display to- 
gether with some particulars about 
the four separate shows that are 
being conducted practically con- 
currently. Contact with 100 whole- 
sale hardware firms indicates very 
clearly that the hardware distrib- 
uting trade will be well repre- 
sented by competent buyers seek- 
ing new merchandise, data on 
competitive conditions and oppor- 
tunities and ideas for increasing 
housefurnishings and major appli- 
ance sales through retail hardware 
stores. Also in this issue there 
are glimpses of some of the new 
merchandise to be shown and some 
excellent examples of successful 
sales-building displays for your 
housefurnishings department. 
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Sales Jingle :— 


A Long Island dealer, whose 
name is unknown to me, is said to 
use in his advertising the follow- 
ing appropriate two-line jingle: 
“A board, a nail and a can of 
paint. Make many a house look 
new what ain’t.” Told in slang 
this is a good selling message. A 
well-maintained home has greater 
mortgage value, a better chance at 
resale and, most important, is a 
happier place in which to reside. 
These are fundamental selling 
points not alone for paints, nails, 
etc., but also for modern hardware 
for the doors, windows, closets, 
and cabinets. In recent years | 
have seen many older houses 
spruced up with paint, modern 
hardware and modest structural 
changes, the aggregate cost of 
which was more than offset by a 
ready sale or rental at a better 
price. 


Man Bites Dog? :— 


Those of us in the retail hard- 
ware business, plus those of us 
who serve retail hardware dealers, 





are deep-rooted in the opinion that 
the mail-order houses and chain 
store groups have collectively up- 
set the profitable distribution of 
many leading hardware store 
items. We think of them instinc- 
tively as having little, if any re- 
gard for manufacturers’ policies 
and the effect of such policies on 
general distribution. It is there- 
fore most interesting, though at 
this date perhaps not convincing, 
to read a letter from Montgomery 
Ward & Co. written on April 30, 
1885, to Ed. Williams Hardware 
Co., Hillsdale, Mich. That was 
55 years ago when Ward operated 
as “Importers and Jobbers” and 
apparently enjoyed considerable 
wholesale business among the re- 
tail hardware trade. This letter 
reads as follows 

“In reply to yours of recent date we 
quote you as follows: 

“Otto Special 50 in. $49.75 net 

New Wilkinson Improved 50 

in. Half bright. 49.75 net 

Full nickeled, except felloes 59.50 net 

Tea th Bide Bicycles we can not sell you 
as they are sold through agents who 
have control of certain territories. 


“Anyone wishing a...... for per- 
sonal use can buy it just as low as a 
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dealer. This we do not think is right, 
hence do not care to handle them even 
where it is possible. 

“We can give you some great bar- 
ee either new or second 
hand. 

“They are the best selling machines 
in the market this season and we be- 
lieve it is because they have superior 
advantages and are destined to become 
the popular wheel. 

“Would be pleased to send prices and 
specifications if you desire it. 

“Hoping to be favored with your 
orders.” 


Fair Trade Committee :-— 


The Department of Commerce 
has a committee on_ interstate 
trade barriers which will, it is 
announced, study “discrimina- 
tory” laws. It is believed that 
fair-trade laws may be considered 
within the scope of this study. I 
do not know the full personnel of 
this study committee but it is 
headed by Paul T. Truitt, identi- 
fied as a Sears Roebuck official for 
many years, assisted by Corwin 
Edwards, special assistant to the 
Attorney - General, and Donald 
Montgomery, AAA _ consumers’ 
counsel. These three men enjoy 
favorable records in their respec- 
tive callings, but it is my impres- 
sion that they are not sympathetic 
with the fair-trade movement. 
Therefore, if this committee does 
include fair-trade laws in its ac- 
tivities, it will be mandatory that 
all interested, organized, indepen- 
dent retail groups keep a watchful 
eye on every development and 
prepare to fight, if necessary, any 
movement that might lead to ad- 
verse action on fair trade laws, 
particularly any campaign that 
might encourage Congress to re- 
peal the Tydings-Miller Law which 
is the very life-line of efficient and 
successful fair-trade operations. 
making interstate fair-trade con- 
tracts effective in 44 states. 


Fair Trade Attacks :—— 


In some of our larger cities 
fair-trade laws are being attacked 
by large retail store interests on 
the basis that smaller stores whom 
these laws were designed to pro- 
tect from price-cutting competi- 
tion are now the price-cutting of- 
fenders. This is notably indicated 
in connection with alleged viola- 
tions of fair-trade price contracts 
on certain well known brands of 









liquor. The big stores claim that 
miscellaneous smaller liquor deal- 
ers, operating on a more intimate 
basis with their consumer trade, 
make special discounts on fair- 
trade goods, despite visible price 
cards on shelves and in windows 
proclaiming the established fair- 
trade retail prices. Daily news- 
papers, most of which have bitter- 
ly opposed fair-trade from the 
start, are making major stories of 
these charges and intimate that 
“this situation may lead to early 
repeal of fair-trade laws.” The 
merits of these specific charges I 
do not know but I am confident 
that smaller stores generally, in all 





retail fields, do not enjoy sufficient 
total sales volume to permit much 
shading of margin. Broadly speak- 
ing, the smaller stores require all 
the margin that can be legitimate- 
ly obtained, and further in the his- 
tory of price-cutting it has been 
the larger stores who were the 
price-cutting offenders and whose 
tactics in that direction made fair- 
trade laws necessary. It behooves 
groups of smaller dealers to watch 
against such adverse propaganda 
and to avoid causing any com- 
plaints for violation of fair-trade 
protected goods. Otherwise fair- 
trade laws may boomerang against 
us and be repealed. 








Re: Fair Trade Contract Enforcement :— 


Editor, HARDWARE AGE: 


I have read with interest and 
full approval, the statement in the 
editorial in your December 14 
(see p. 18) issue concerning fair 
trade contracts. 

You are unquestionably cor- 
rect in your statement that there 
is no proper justification for some 
manufacturers expressing luke- 
warm opinions “that fair trade 
contracts lack sufficient teeth”; or 
that the policing involved is too 
difficult to accomplish any worth- 
while control. You also properly 
state that if price-cutters persist in 
violation of such contracts, the 
necessary legal action is not very 
difficult to obtain, and that effec- 
tive results ensue. 

I am led to make these state- 
ments not only upon ample prior 
experience, but particularly be- 
cause I have this day (Dec. 18, 
1939) obtained from the New 
York Supreme Court a permanent 
injunction in behalf of Art Metal 
Works, Inc., manufacturers of 
Ronson Lighters, against a catalog 
house which advertised Ronson 
Lighters in its catalog at the prices 
established under the manufactur- 
er’s fair trade contracts, but sold 
the same at a substantial discount. 

To show the promptness with 
which the law affords a remedy, it 
will suffice to say that on Dec. 8 
I obtained from the Supreme 
Court an order requiring this cat- 
alog house to show cause on Dec. 
11 why it should not be enjoined 
from further price-cutting, the 


complaint being based upon a vio- 
lation as recent as Dec. 7, as well 
as on prior violations. 

The promptness of enforcement 
was such that I have today ob- 
tained a judgment of the Supreme 
Court perpetually enjoining this 
catalog house from further price 
cutting of Ronson Lighters. It 
thus took less than 10 days to ob- 
tain a permanent injunction. 

Surely, no stronger proof could 
be asked with respect to the 
promptness of this procedure. 

In regard to your statement as 
to the “policing” necessary to as- 
certain violations, my uniform ex- 
perience has been that no real dif- 
ficulty exists in this respect, be- 
cause the legitimate dealers in 
products covered by such con- 
tracts, are always in a position to 
learn of price cutting by a com- 
petitor, and it is a common experi- 
ence, that these legitimate dealers 
promptly report violations to the 
manufacturers. 

I may add that even where such 
contracts are established in all of 
the 44 states which give this pro- 
tection against price-cutting, in- 
stances of violation are very rare, 
and when they arise, they are al- 
most always stopped upon a mere 
written protest. The result is that 
legal proceedings are rarely neces- 
sary. When they are necessary 
and a proper showing of facts is 
made, then the result is very ex- 
peditious, as is shown in the exam- 
ple mentioned above. 

(Signed) Fe.ix H. Levy 
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“Don’t tell me, all enamelware is alike” 





















“While testing laboratories reveal the difference by the most 
exacting acid tests to which any utensil surface may be sub- 
jected, we housewives also soon learn the difference in our 
own kitchen where MEMCO vitreous enamel cooking utensils 
are found to be impervious to and non-stainable by food acids 
in cooking.” 


The superiority of better vitreous enamelware is known and 
appreciated wherever healthful cooking and care of food is 
correctly understood. 


There is an expanding market for MEMCO decorated vitreous 
enamel kitchenware among the informed women shoppers 
who know what they want and expect to find better enamel- 
ware in your store. 


THE MOORE ENAMELING 


& MANUFACTURING COMPANY 
DEPARTMENT H. R. A. 1039 = WEST LAFAYETTE, OHIO 





Tested And Approved 4 Good Housekeeping Saatiraie 
BUY MOORE...SELL MOORE ENAMELWARE 
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HOUSEWARES- sre Best’ Traffic 





the new store of the 
Manhattan Hardware Co., Man- 
hattan Beach, Cal., has resulted in 
increased housewares, 
major appliances and paints. New 
customers have been attracted to 
the firm and sales to old custom- 


[rrroven layout in 


sales of 


ers have increased to a large de- 
gree. 

The new establishment is a con- 
solidation of two stores in a new 
building. One of 
small hardware store, 24 by 40 
ft. in size, while the other was an 
appliance shop, of practically the 
same dimensions, which was lo- 
cated across the street. The 60-ft. 
front of the new store has made 
a decided impression upon the 
people of the community, but the 
interior arrangement has served 
to impress them still more. Oper- 
ating expenses are lower as a re- 
sult of the consolidation and the 
total sales volume and sales to 


these was a 


10 


Housewares and major appliances are to 
the left of the entrance while paint is 





displayed along the entire rear wall. 


individual customers are much 
higher than at any previous time. 

“Developing modernization 
plans for a store in a town of 
5000 has been quite a problem,” 
says Newton B. Anthony, proprie- 
tor of the store. “It is important 
that a store should not be too 
fancy, but at the same time it must 
be attractive and show the mer- 
chandise to the best advantage. 
This has been accomplished in 
the new store in a decidedly pleas- 
ing manner.” 


Profit-Producers 


Manhattan Beach is a home 
community. It has a home-build- 
ing program greater than cities 
10 times its size and stands 18th 
in the state in point of building 
valuations. With this in mind and 
supported by an analysis of con- 
sumer buying habits in the com- 
munity, it was realized that house- 


wares, major appliances and 
paints would undoubtedly afford 
the greatest sales opportunities for 
the present as well as for the fu- 
ture growth of the business. The 
store was designed with this pur- 
pose in mind. Hardware lines 
have not been forgotten in the 
plan, but are not featured to the 
extent of these three lines. 
Housewares constitutes the great- 
est traffic-building line in the store. 
Complete assortments of staple 
lines are shown in attractive side- 
wall fixtures. The very latest items 
are featured in spot table displays 
along traffic aisles where custom- 
ers are bound to see them. In 
this way, many extra sales are 
made to both new and old cus- 
tomers. The main housewares 
lines are shown along the side- 
wall to the left of the entrance. 
Island displays around four pil- 
lars have converted what might 
have been waste space into effec- 
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Building Line « This Store 


That’s the opinion of the 
Manhattan Hardware Co. of 
Manhattan Beach, Cal., and 
major appliances and paint 


are important runners-up 


SHATTAN HARDWARE 
manan Aa hARhirs 


TAN APPLIANCES 


0, UX WASHING WACHIMES 
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tive profit-producing units. Five 
shelves, with the largest at the 
base, have been built completely 
around each pillar making it pos- 
sible to show many seasonal items. 
Customers are able to move around 
these displays and all articles can 
be inspected at leisure. Open top 
tables are used back to back in 
other places throughout the store 
for the purpose of showing sea- 
sonal merchandise. 

Major appliances occupy about 
one-third of the store’s floor space 
and are among the largest volume 
lines handled by the firm. This 
department is located in the floor 
space immediately in front of the 


The 60-ft. front attracts people 
and is an important sales asset. 


Island displays around pillars 
show popular lines. Hardware is 
to the right of the entrance. 
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sidewall display of housewares. 
Customers coming into the store 
for some small housewares items 
are obliged to pass the home ap- 
pliance section. This aids in turn- 
ing up many new prospects for 
this department and also serves 
to advertise the completeness of 
the stocks carried. And it all 
helps to spread the reputation of 
the store as a source of supply 
for this type of merchandise. 
Paint, because of its present 
volume and future sales possibili- 
ties, occupies the entire rear wall 
of the store. This department is 
extremely impressive and attracts 
customers as soon as they enter 
the doors. Paint brushes and ac- 
cessories are shown on the ledge 
display on part of the fixtures. 
Waxes and polishes are shown on 
an island display around one of 


the pillars. 


The Masculine Appeal 
Sporting goods, tools, hard- 
ware and merchandise appealing 
to men are shown in modern fix- 
tures along the sidewall to the 
right of the entrance. A tool island 
showing popular and fast-selling 
items is also located in the floor 
space in front of this section. 
Numerous other fast-moving lines 
are displayed on the ledge, on the 
fixtures and on nearby tables. 

The entire change represents a 
very moderate investment, accord- 
ing to Mr. Anthony. The fixtures 
were built and installed by a local 
contractor and are painted in a 
light shade harmonizing with the 
entire store. Merchandise shows 
up exceptionally well in this new 
equipment which was designed to 
attract the attention of customers 
to the articles shown, not the fix- 
tures. 


Store Policy 


“We do not worry much about 
competition,” says Mr. Anthony. 
“It is our policy to cater to the 
customer who wants good mer- 
chandise and service. We do not 
bother about the person who 
seems to be interested only in 
price. Se far, we have been suc- 
cessful in following this policy. 
We carry standard goods and ask 
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a fair price for them. We stress 
the service and satisfaction they 
will give which is an idea which 
is overlooked in many stores.” 
Mr. Anthony has been the pro- 
prietor of a hardware store for 
over 15 years and obtained his 





early training in the business as a 
boy by working in a store after 
school hours. Valuable assistance 
in planning the new store was 
given Mr. Anthony by the South- 
ern California Retail Hardware 
Association. 


Partnership Troubles 


so especially a so- 
called junior partner, may be 
litle more than a_ profit-sharing 
employee, but if he is technically a 
partner he may be held liable for 
losses and liabilities of the partner- 
ship firm. In a partnership of three 
men the agreement among them 
provided that the assets, business 
and property of the partnership 
were to be owned by the two senior 
partners, who would also determine 
the general policy and management 
of the business. The third or junior 
partner was. to contribute his ser- 
vices only and no assets or prop- 
erty. He was to get a salary and 
receive 15 per cent of the net earn- 
ings of the business after a certain 
amount had been set aside for a 
reserve fund. 

At the time the junior partner 
died the partnership owed certain 


debts, and one of the partnership 
creditors brought action against his 
estate on the ground that he was 
liable as a partner. Deciding that 
he had been a partner and that his 
estate was therefore liable to the 
partnership creditor, the Pennsyl- 
vania Court said: “The indispen- 
sable requisites of a partnership are 
co-ownership of a business and the 
sharing of its profits. Under the 
partnership agreement in this case, 
there can be no question that there 
was co-ownership of the business. 
The fact that the junior partner had 
no ownership of the property which 
was put into the business by the 
two senior partners can make no 
difference, nor can it make any dif- 
ference that in distribution of assets 
and the reserve fund he was to have 
no share.” 


“Well, What's New, Joe?” 
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The newest household gadgets or other un- 
usually attractive merchandise are featured 
on this table near the stairway. It serves to 
direct customers to other sections of the house- 
wares department in the rear. A step-up 
display unit improves the showing of these 
small items, and showcards call attention to 


unusual values of the merchandise. 





Showing how a short line can be 
surrounded by other related items to 
make an attention-arresting arrange- 
ment. Food choppers of all types are 
featured in the center of the table. 
Mass displays of a food chopper spe- 
cial are on one end, and family 
scales are presented on the other. 
Small related accessories are given 
a place in the center of the table. 


A myriad of household gadgets are 
shown in this sidewall section and 
on the ledge and table displays. 
This section is located at the right 
of the stairway facing customers as 
they leave the basement. The at- 
tractive display and interesting items 
invariably stop women shoppers and 
many last minute sales are made. 












Left—This seasonal aluminum roaster 
display is featured on a table in 
front of the aluminum ware depart- 
ment and includes a wide selection 
of sizes and styles. Manufacturer's 
colorful turkey showcards supply a 
suggestion and add to the general 
attractiveness of the display. 





Housewares 
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res at Carlisle’s 


This glassware display shows how 
new lines are presented. It occupies 
two tables equipped with step-up 
displayers covered with a colorful 
corrugated paper material. Doilies 
under individual items and excellent 
taste in arrangement make this a 
sales-producing unit at all times. 





Left—A kitchen step stool special is 
arranged on the end of this plat- 
form display. Displays of this type 
are moved to various locations and 
changed frequently. Other bulky 
japanned ware items are also shown 
on the platform. A vegetable bin 
special is featured prominently on 
the other end of the display. 





Featured at the elevator entrance to the bath 
shop, this pyramid display of bath scales is 
a popular, traffic-building item. Mass dis- 
plays of scales are also shown at the foot of 
the stairway. All accessories from shower cur- 
tains to towel bars are featured in a way 
that helps customers make decisions. Sales 
resistance is at low ebb in this department 





Shelves along the sidewall show 
galvanized ware so that customers 
can examine items. By arranging 
the goods according to size, where 
possible, customers can dispense 
with the assistance of salespeople. 
Platform displays feature seasonal 
merchandise and are changed fre- 
quently whenever occasion demands. 





And now turn to page 16 
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A dummy radiator at the back of this table 
demonstrates radiator covers, shows their ad- 
justable features and illustrates how they 
should be installed. Cartons for the covers 
serve as display fixtures for a sample of each 
item. A showcard emphasizing the price for 
a special and another giving complete de- 
tails about the merchandise are used on 
the table where they are easily seen 
























Left—Circulating oil heaters, as well 
as portable room heaters, are shown 
on platforms. Large showcards em- 
phasize the important features and 
give prices. One heater demonstrates 
the cooking top, showing customers 
an important feature of the line 





Right—The end of this short division fixture, 
separating departments along the sidewall, 
serves as an excellent background for sample 
carpet sweepers, window shades and curtain 
rods. Small stepladders are featured at the 
ends of this attention-compelling display. 


Wen ROASTED 








Facing customers as they leave is 
this seasonal display of enameled 
roasters in a wide variety of sizes 
and styles. Large showcards em- 
phasize popular features and prices. 
As sales are made from the display, 
or stock added, the arrangement is 
varied so that it is always interesting. 





Housewares © 
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at Carlisle’s 










Right—Wooden ware and cleaning goods 
lisplays are carefully planned so that all 
items carried can be properly shown. 
Miniature model curtain stretchers are set 
up on the ledge. On the table in front of 
the devartment are mass displays of iron- 
ing board covers and clothes-line reels. 


The main enamelware stock is shown 
in sidewall fixtures. Merchandise is 
arranged in a manner that encour- 
ages customers to wait on them- 
selves. Various items in the line are 
featured in traffic locations in the 
department from time to time. 






A window ventilator demonstrating 
unit featured prominently on this 
table serves to interest customers in 
the merchandise and is a decided 
aid to sales. Showcards give com- 
plete information on sizes, maximum 
extension and price of the various 
articles shown in the display 











Left—-Adjustable shelves on the end 
of this fixture demonstrate another 
way in which display space of this 
type can be used to show a com- 
plete line of coffee makers. 
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OBERT HARBOUR, dis- 

play manager for the 
Allen & Jemison Co., Tusca- 
loosa, Ala., uses staple hard- 
ware items such as step ladders, 
waste baskets, light bulbs, cor- 
rugated roofing and wagon 
wheel rims for background ma- 
terial and display fixtures in his 
housefurnishings and giftwares 


LOY 


SURES: 


The effective background 
piece in this pottery display 
is a bunch of grapes, con- 
structed of daylight blue 
lamp bulbs, on a gold panel. 
A gold-painted stepladder 
serves as a display fixture 
and ties in with the theme of 
the showcard. An inverted 
wire basket is another dis- 
play fixture. Celotex, cut in 
the shape of a large circle, 
serves as a covering for a 
large section of the floor. 
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isplays of 


windows. These displays are 
unique, individual and atten- 
tion-compelling. The stock fix- 
ture and background materials 
are so well blended into the 
arrangement that it is difficult 
to realize that such unorthodox 
items are a part of the display. 
Several of Mr. Harbour’s win- 
dows are shown on these pages. 


nN oil r 
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This display of giftwares, 
featuring china, glassware 
and pottery items, makes use 
of waste baskets and wagon 
wheel rims for pedestals. 
Insulite and wallboard, in 
circular and rectangular 
shapes, cover part of the 
floor. Small cream-colored 
wall and corner shelves hold- 
ing miniature porcelain fig- 
ures serve to establish the 
height of the background and 
add tothe general appearance. 
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Q. What is the Gale ‘“‘Kit Pian’’? Qa. poe Much Can | Save on Inven- 

A.A simple, practical plan whereby 
FY you can show TW TWELVE E refriger- A. That depends on the sizes you 
ag ators but stock only SIX plus nec- ock. With the 6 ft. DeLuxe you 
iz essary kits. ca moder one my tay and 
‘our ki iving you the equiva- 
Q. Mow Does Gs Gale Procedure Differ lent of F UR’ ; 6 tt n nel “a 
sho ‘or only about more 
A. Gale rebigerston are shipped to than the cost of ONE sidguaian. 













































@ Cuts your investment in 
INVENTORY! GALE 
° MODs wo sHow Ne u 
to 
@ Takes the GAMBLE out IT PLAN 
of buying 
5 @ Makes YOU the tough com- 
e petition 
@ Builds VOLUME and PROFITS 


you with nothing in the food com- 
partment except evaporator and 


shelf hangers. Q. How Does It Simplify My Buying? 

Q. What is a Kit? A. The Gale “Kit Plan” takes the 
A. Akitis a set of food compartment gamble out of ee By order. 
ing SIZES you know you will 


——— = =— need plus an assortment of inex- 
sary to completely equip a re- pensive kits sed can ante de- 
frigerator. termine exactly which models are 
most popular ‘vith YOUR trade. 

Qa. — pees the Gale “Kit Pian”’ 





Q. How Does the ‘Kit Plan” Help 
A. B By By stocking only ~ ations Me Sell? 
a given size and several differ- 
edit, yoncennnheaeitae A. 1. By giving you more models to 


tor from one price class to another show. 2. By making it possible 


for you to meet any PRICE or 


by dangly changing Ge Win. FEATURE competition _IN- 
Q. How long does it Take to Change STANTLY. Whether you are a 
Kits? ee ee small volume refrigerator 
A. One kit may be taken out and dealer, the Gale “Kit Plan” will 
another placed in the refrigerator decrease yam costs of doing busi- 
in about two minutes. No tools ness and make YOU the tough 
of any kind are needed. competition. 
GALE UNDERSTANDS WHAT DEALERS WANT! | 
You make your full margin of profit on every sale. And, 
there's no battle over quotas—no high pressure from the fac- P 


tory—BUT—all the help and cooperation you need. We 
sincerely believe that the GALE franchise is the fairest, 
squarest that can be written. See if you don’t agree! See 
GALE at the show—write for details. 
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GALE Products 
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Gentlemen: 
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The American Furniture Mart 


C HICAGO in Janu- 
ary will be head- 
quarters for housefurnishings buy- 
ers of wholesale hardware houses 
and department stores. Chicago 
and the sponsoring homefurnish- 
ings’ associations will present a 
preview of how Mrs. America will 
furnish her home in 1940—what 
she will buy and how you can 
sell it to her. 

With new merchandise constant- 
ly rolling out of factories; with 
old merchandise appearing in new 
dress, and with new trends in 
housefurnishings manifesting 
themselves each year, it is increas- 
ingly important that wholesale 
hardware buyers get this news 
while it is “hot” so that hardware 
dealers can take early advantage 
of the new housefurnishing mar- 
ket. Housefurnishings sales are 
made to women and women ac- 
count for 85 per cent of all retail 
sales. 

The Stevens Hotel, the Palmer 
House, the Merchandise Mart, and 
the American Furniture Mart will 
offer the housefurnishings’ buyer 
a wealth of merchandising ideas 
—new merchandise—an opportu- 
nity to get advance information 
and to secure impressions as to 
the trends in styling. 
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The 
Stevens 
Hotel 


In addition to providing an op- 
portunity for on-the-spot buying, 
the Chicago shows will also offer 
an opportunity for profitable ob- 
servation. It will’be a chance to 
meet the top executives, the key 
men who have the kind of com- 
plete information every buyer is 
seeking. It will be a chance to 
study competitive lines and prices; 
to keep a step ahead of competi- 
tion—chain store and mail order 
house—and to shape merchandis- 
ing programs for 1940. 


Buyers’ Headquarters 


Many wholesale hardware 
housefurnishings’ buyers are go- 
ing to Chicago with these objects 
in view. This is indicated in the 
current contacts HARDWARE AGE 
has had with 100 buyers of whole- 
sale hardware houses. They want 





shows in Chicago at 





New merchandise — new styling — 
new colors in housefurnishings and 
appliances at the four major buyers’ 








to see the new merchandise; to 
line-up the competitive situation 
for 1940 and thereby better per- 
form for their retail hardware 
dealer-customers one of the most 
important functional services of 
the wholesale distributor. 

Some of these buyers also ex- 
press regret at the division of the 
Chicago housewares’ shows into 
four separate groups. Because of 
the limited time at their disposal, 
they feel they will be hard pressed 
to visit each of the four shows, 
preferring to concentrate their at- 
tention on one or two shows. Thus, 
in order to enable buyers to allot 
their time according to their spe- 
cial interests, we present here the 
general scope of each of the house- 
wares’ exhibits. 

The 13th annual market at the 
Stevens Hotel conducted by the 
National House Furnishings Man- 


HARDWARE AGE 


Vv 


Housefurnishings 


PEL sabe 


a a RRR 5:8: 


—> 





ei 
=; 
‘= 


S| Lake Spothght at Chicago 


saa Beira F 
RO 


en 2a 








Jan. 7-13 — The National 
Exhibit of the National 
House Furnishing Manu- 
facturers’ Ass’n and the 
National Washer - Ironer 
Show at the Stevens 
Hotel. 


Jan. 7-13 — The House 
Furnishing Manufactur- 
ers’ Exhibit of the House 
Furnishing Manufactur- 
ers’ Ass’n of America at 
the Palmer House. 


Jan. 8-20.—The Interna- 
tional Home Furnishings 
Market at the Merchan- 
dise Mart. 


Jan. 8-20 — The Home 
Furnishing Market and 
Appliance Show at the 
American Furniture 
Mart. 














ufacturers’ Association is expected 
to exceed last year’s registration 
of 4481 buyers. General lines 
of housefurnishings, including all 
lines of utensils, specialties, and 
minor electrical appliances will be 
shown in rooms on the fifth, sixth, 










and seventh floors. Major appli- 
ances, including refrigerators, 
stoves, ranges (gas and electric), 
washers, ironers, vacuum cleaners, 
oil burners and other heavy house- 
hold appliances will be displayed 
in the hotel’s exhibit hall. The 





The Merchandise Mart 
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and The Palmer 
House—the four 
headquarters 
for the house- 
furnishings pre- 
views of 1940. 


entire space in this hall will be 
given over to open displays of 
these appliances. 

Household washer and ironer 
marfufacturers have invested $2,- 
000,000 in the past year in plant 
improvements and expansions, en- 
gineering, research and product 
design, all of .which will be re- 
flected in the exhibits that will be 
presented by the members of the 
American Washer and _Ironer 
Manufacturers Association which 
is sponsoring its second annual 
National Washer-Ironer Show in 
conjunction with the National Ex- 
hibit. These appliance displays 
are expected to be the most elab- 
orate ever shown in connection 
with this event. 

Household washer and ironer 
shipments in 1939 are confidently 
expected to total 1,550,000, which 
will be an increase of 24.18 per 
cent over 1938 shipments. There 
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is every reason to look for an in- 
crease of 10-15 per cent in 1940 
washer and ironer sales over 1939. 

Housewares and appliance ex- 
hibitors in the Merchandise Mart, 
working on the evidence of heavy 
current buying, in their prepara- 
tions for the International Home 
Furnishings Market, are equip- 
ping themselves to handle business 
30 per cent in excess of last year’s 
level. With the threat of price 
rises, buyer interest in new mer- 
chandise is expected to be at peak 
level. 

Showing at The Merchandise 
Mart will be important additions 
and expansions on the list of ex- 
hibitors, particularly in the gas 
range field. During the past three 
months, displays of gas ranges 
have been virtually doubled in 
size by three companies. 

The American Furniture Mart 
will contain a complete showing 
of major home appliances teamed 
with other home furnishings. The 
show will lead off with a presen- 
tation of the 1940 models of all 
types of major appliances includ- 
ing complete lines of stoves, 
ranges, heaters, washers, ironers, 
refrigerators and small home ap- 
pliances, in addition to cabinets, 
sinks, wall installations and fur- 
nishings. 

With the trend among. most ma- 
jor appliance dealers of selling 
ensemble kitchens, including, in 
addition to the appliances, cabi- 
nets, sinks, tables, and chairs, 
floor coverings, etc., the kitchen is 
now bought and sold in units 
rather than individual items. To 
assist the planning of model kitch- 
ens, the American Furniture Mart 
has established a “Kitchen Klinic” 
comprised of five kitchens and 
three laundries, showing effective 
arrangements of related items. 
These units include metal and 
wood cabinets, refrigerators, 
stoves, sinks, washers, irons, 
breakfast sets, etc. Model win- 
dows are also shown to suggest 
effective displays for this mer- 
chandise. In addition furnishings 
for every room of the house will 
be shown. 

The House Furnishing Manu- 
facturers’ Association of America 
has greatly enlarged its space 
plans at the Palmer House to take 
care of the growing list of ex- 
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Women. 


MAKE 


85 Per Cent 
of All Retail Purchases 


hibitors. Manufacturers are con- 
centrating their efforts on present- 
ing spectacular selling displays, 
showing the newest merchandise 


and promotion plans. The empha- 
sis will be put on “What’s New” 
in housewares. 

Howard Coonley, president of 
the National Association of Manu- 
facturers and also chairman of the 
board of directors of the Wal- 
worth Co., Boston, Mass., as a 
guest of the Chicago Housewares 
Club, will address the manufactur- 
ers, their representatives, distrib- 
utors and buyers, and invited 
guests at a breakfast meeting on 
Tuesday, Jan. 9, at the Palmer 
House. The manufacturers and 
buyers will hold their annual ban- 
quet that night and an elaborate 
program of entertainment has 
been arranged. The members of 
the association will hold their an- 
nual business meeting on Wednes- 
day, Jan. 10. 





False Name No Protection 


AN interesting stunt sometimes 
tried is for a man to enter into 
a contract or get credit under an 
assumed name. 

Pointing out that a person who 
does business under a name differ- 
ent from his real name may be 
sued in the name he has assumed, 
the Texas Court in a recent case 
said: “A person may adopt any 
name in which to transact business 
and may sue and be sued by such 
name. Since the object and purpose 
of describing a person is to identify 
him, a person may be designated in 
legal proceedings by the name by 
which he is commonly known, al- 


though not his true name. A con- 
tract or obligation may be entered 
into by a person by any name he 
may choose to assume.” 

The important point, of course, 
is to identify the individual as the 
person who entered into the con: 
tract or assumed the obligation, re- 
gardless of the name he used in the 
transaction. Many states have stat- 
utes providing for the registration 
of so-called fictitious names for 
trade or business use. These laws 
apply to situations where John 
Jones wants to do business under 
some such name as “The Excelsior 
Company.” 





THIS WINDOW ATTRACTS HUNTING ENTHUSIASTS 


To attract the attention of hunting enthusiasts this interesting autumn 
scene was installed in a window of The Merkle-Miller Co., 27792-94 W. 


25th St., Cleveland, Ohio, hardware dealers. 


Several live pheasants 


lived in this window, for several weeks, in real field atmosphere, includ- 
ing corn stalks and natural woods together with a section of an old rail 


fence, tree stumps, etc. 


The pheasants were loaned to the store by the 


South Cuyahoga Sportsmans’ Association and came from that organiza- 
tion’s own game farm. 
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Exist 7 Sales Merchandise 


HARDWARE AGE 
Original 
Window Display 
IDEAS 


Hoevoware mer- 
chants frequently 


neglect showing and promoting 
many of the staple items in their 
stores, either because there is too 
much work involved in arranging 
suitable displays, or because it 
never has occurred to them that 
some customers may not know 
that this merchandise is stocked. 
The bathroom equipment and 
bath accessory windows which 
are shown on these pages are good 
examples of this type of merchan- 
dise. 

A tub, lavatory and closet com- 
bination is featured in the bath 
equipment window and other ac- 
cessories are also shown. Shower 








Unusual Sales Possibilities 
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Plumbing Goods Display 


Merchandise: Moderate priced tub, lavatory, closet combination, 
clothes hampers, shower curtains, small accessories such as towel bars, 
soap dishes, toilet paper holders, supplementary shower sets. 


Background: Center panel of white corrugated board. Side panels of 
same material in pastel shades both different or tile hard board. Cut out 
letter on center panel of red and black material. 


Suggested Interior Displays: At least one model bath outfit should be 
set up on platforms in the store. Kitchen sinks and other bath items can 
be shown on end platforms of the display. 


curtains can be used in the back- 
ground as they add to the attrac- 
tiveness of the display and show 
this merchandise in an interesting 
way. 

During the period in which this 
window display is shown it would 
be to the dealer’s advantage to 
feature a similar display of this 
merchandise on platforms inside 
the store. An ideal department 


Toilet seats are popular selling 
items in many communities. 
mass display on a seasonal tabie 
will focus attention on these and 
other related items. 





for showing these lines can be de- 
veloped by using a battery of plat- 
forms consisting of two 7-ft. and 
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FRIGIDAIRE 





Good as Gold 
for 40 


@ Frigidaire, America’s No. 1 Refrigerator, leads 
again! There’s a bit of selling magic in its thrill- 
ing new features... atouch of genius in its 
exciting new beauty. It’s the crowning achieve- 
ment of a score of Frigidaire successes. A sales- 
making, profit-making champion like you've 
never seen before! We say it, and all America 
will shout it: “It’s Frigidaire for ’40”! 

Soon it can be told. In January, Frigidaire will 
unveil next year’s refrigerator sales leader, the 
new 1940 Frigidaire with the Meter-Miser. Expect 
to see something startling in its departure from 
conventional practice. Let your eyes confirm 
what words alone cannot reveal. 


Simultaneously announced will be Frigidaire’s 
beautiful companions,’the new and farther ad- 
vanced Frigidaire Electric Range—sensation of 
the industry—and the new Frigidaire Electric 
Water Heater, literally brimming with sales 
appeal. 

Make no mistake. Frigidaire Dealers, kingpins 
of the industry, will again have an unbeatable 
combination of products and selling advantages 
this coming year. Their profits will mount, as 
sales volume swells. No idle promises these, 
for the path is charted, the way is clear. The 
opportunities of Frigidaire Dealers are “good 
as gold” in ’40! 


FRIGIDAIRE DIVISION » GENERAL MOTORS SALES CORPORATION 
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Bathroom Accessories 
Display 


Merchandise: Medicine cabinets, 
toilet seats in several colors, tank 
balls, faucets, bibb washers, kitch- 
en faucets, drain stoppers, toilet 
bowl brushes. 


Background: Center panel white 
corrugated board or wall board 
with side strips dark blue. Cut out 
letters yellow and black. 


two 5-ft. platforms and construct- 
ing backgrounds at least 4 ft. in 
height across the backs of the 5-ft. 
platforms. This will usually per- 
mit showing a complete bath out- 
fit in the approximately 7 by 
5-ft. space between the end plat- 
forms. The end platforms are 
ideal for showing kitchen sinks, 
mass displays of clothes hampers 
or other related items. The floor 
space can be used where platforms 
are not available. The back- 
grounds for the end displays are 
essential if the merchandise is to 
succeed in arousing interest. 

The small bath accessory dis- 
play represents a window of from 


4 to 6 ft. wide and from 30 to 36 
in. deep. Two small windows can 
be installed in one large window 
and this is good practice for it 
enables the merchant to show 
many short lines. Usually these 
displays can be installed quickly, 
a fact that makes more frequent 
changing possible. Attention is 
concentrated on toilet seats and 
medicine cabinets which are neces- 
sary items in practically all com- 
munities. If you think that this 
is not true in your own town, try 
promoting these items. The re- 
sults may surprise you. 


Seasonal Tables 


A seasonal table can easily be 
developed on bath accessories and 
toilet seats and medicine cabinets 
are excellent mass display items 
for the ends of the tables. A step- 
up display unit will be found to 
be very useful in arranging the 
smaller items in this display. Sug- 
gested mass display arrangements 
are shown on these pages. 

Homeworkship tools, consisting 
of power machinery and other re- 
lated items, are very much in de- 
mand after the holidays. This is 
really the beginning of this sea- 
son. The small window display 
shows some of the most popular 
items in this line as well as wood- 
working tools and _ accessories. 
These articles should also be 
shown in the interior of the store 
and many additional items will be 
suggested if the display is located 
in the vicinity of the regular tools 
department. 


After Holiday Sales 


Many of the more aggressive 
merchants will plan sales after 
the holidays. These promotions 
serve two purposes. First, they 


Popular priced medicine cabinets 
featured on seasonal tables will 
often result in stimulating sales on 
better quality items. Talking show 
cards are important. 


HOME WORK 


NECESSITIES 














ace like] 











Power Tool Display 


Merchandise: Several popular 
pieces of homeworkshop machin- 
ery, such as band saws, drill press, 
jig saw, circle saw, tool grinder 
and wood-working tools. 


Background: Center panel buff 
corrugated board or wall board 
with side strips dark brown. Cut 
out letters bright red. 


enable the merchant to reduce 
stocks of holiday or seasonal 
goods which may be too high, 
and, second, they are a means of 
maintaining sales volume at some 
concessions in price during rather 
dull months. Most of the hard- 
ware merchants who have held 
January sales have had satisfac- 
tory experiences and this has been 
especially true where the plan has 
been developed in cooperation with 
wholesalers or other experts in 
this work. In certain sections, 
sales of this type serve to reduce 
inventory for tax purposes and 
this is particularly true where the 
firm’s fiscal periods end on Feb- 
ruary 1. 
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If you want to see the HIT finish, Owens-Illinois Kitchenware is the star per- 
OF THE SHOW for 1940, see our new line of — former. In your store you'll find it the biggest sales- 
Kitchenware Ensembles. For smart styling, sturdy booster on the market. Owens-Illinois Can Company, 
construction and the finest quality lithographed Housewares Division, Toledo. 


OWENS-ILLINOIS CAN COMPANY, TOLEDO 
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HERES WHY 


The New AMERICAN 


SELLS FASTER * MAKES 
YOU MORE MONEY 


‘ollel-ttelatlemeliehis > 
ie als od oX-Mko hake Mol Koh i-Mox-haela- 


A twist of the wrist 


Griswold Original one pie steel spindle 
folate mmalelaleii-1 th new hump-design goes 
age g ft tnrouag 

pie 1 





THE GRISWOLD MFG. CO., ERIE, PA. ! 
Please send full details on Griswold New ! 
American Dampers to— 


Your Name 
Address 
City. 

My Jobber 


AMERICAN.... 


— LEADER in damper design for 

more than half a century now 
shows more usable improvements 
than ever before... . Here’s the 
damper that stove and furnace men 
everywhere are demanding... Why? 
. . . Because these new exclusive 
features make it easier to sell, easier 
to install, more profitable than any 
damper you could recommend. Note 
the improvements that have been 
made in this old standby... . The 
added quality which makes for 
greater satisfaction all around long 
after the price is forgotten. You 
know that it pays to sell and install 
the best. 

* 

THE GriswoLpD Mre. Co. 
ERIE, PENNSYLVANIA 


NEW AMERICAN 


The Original Steel Spindle 


REVERSIBLE DAMPER 
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Stove Industry Plans Sound Sales 
and Production Policies for 1940 


Seventh annual convention of the Institute of Cook- 


ing and Heating Appliance Manufacturers, held in Cin- 
cinnati, Ohio, December 13 to 15, 1939, attended by 250. 
Convention program emphasized importance of Ameri- 
can business men sticking to their primary objectives 


of increasing sales and net profits. 


Decisions under 


Robinson-Patman Act, and manufacturing and distribu- 


tion problems were discussed. 
elected president. 


HE seventh annual convention 

of the Institute of Cooking and 

Heating Appliance Manufactur- 
ers was attended by more than 250 
executives of the stove industry dur- 
ing the three-day meeting, held at 
the Netherland-Plaza Hotel, Cincin- 
nati, Ohio. December 13 to 15. The 
entire program was exceptionally 
well organized and planned to per- 
mit a maximum of group discus- 
sions for various divisions of the 
industry with the result that more 
individual attention was given to 
special problems of interest to each 
division. The membership and guests 
included manufacturers of cooking 
and heating appliances burning oil, 
gas, coal, wood, and electricity as 





well as suppliers of material used 
in production. Forty displays of 
materials, equipment, and acces- 
sories were shown in the meeting 
room and foyer. 

The outstanding theme of the con- 
vention was the economic effect of 
war on the stove industry and a re- 
view of the effect of the last war 
on retail sales of household appli- 
ances. Other subjects given promi- 
nence were merchandising problems. 
pricing policies, distribution cost 
accounting, increased manufacturing 
efficiency, and production control. 

R. T. Frazier, vice-president, The 
Cavalier Corporation, Chattanooga, 
Tenn., convention chairman, opened 
and presided at the Thursday morn- 


he 


Left to right: R. T. Frazier, The Cavalier Corporation, presided at the Thursday morning session; 





Alden P. Chester re- 
Resolution opposing war adopted. 


ing general institute session. Alden 
P. Chester, Globe-American Corp., 
Kokomo, Ind., made the opening ad- 
dress as president of the Institute. 
He reviewed the history of the Insti- 
tute, stressed the progress that has 
been made and gave a major portion 
of the credit for such results to 
Samuel Dunckel, managing-director 
of the Institute, and his able assis- 
tant, Mrs. Pauline Burd. He pointed 
out that membership was increasing 
and that as industry faces new re- 
sponsibilities and problems the In- 
stitute is the medium to develop 
common sense solutions to meet 
these conditions. Industry wants 
peace more than anything else and 
leadership of the highest type is 


A. H. Rose, The Moore Corporation, who presided at the Thursday afternoon meeting; Albert M. 
Kahn, vice-president, The Estate Stove Co., makes executive committee report on Standards of Com- 
petitive Practice at the Oil Divsion meeting on Wednesday morning; E. K. Priest, The Floyd Wells 
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Co., who presided on Friday afternoon with Samuel Dunckel, managing director of the Institute. 
















important in business as well as in 
government. 

Mr. Chester stated that manufac- 
turers of stoves and ranges had a 
20 per cent increase in business this 
year. “We are looking forward to 
a continuance of business activity in 
1940 and anticipate another increase 
of about 16 per cent—which would 
place us back to what we might 
term the normal good business year 
of 1937.” 

George S. Jones, Jr., vice-presi- 
dent and general sales manager, 
Servel, Inc., Evansville, Ind., made 
the keynote address. He stressed the 
complications in predicting the in- 
fluence of war on business, pointing 
out that war destroys and that this 
material must eventually be re- 


The right type of selling is most 
important today, and it is becoming 
more of a problem to attract good 
men to the selling field as a result 
of lower commission earnings due 
to the declines in price of most 
household appliances in the past 
few years. He cited as an example 
of this the decline in commissions of 
refrigerator salesmen in retail fields 
as a result of lowered retail prices. 
He urged manufacturers to give con- 
sideration to this situation in estab- 
lishing pricing policies. 

Roscoe R. Rau, executive vice- 
president, National Retail Furniture 
Association, Chicago, Ill., reviewed 
merchandising conditions in the 
1914-18 period as a possible guide 
to business today. He indicated that 





Seen at the banquet, left to right: Alden P. Chester, Globe-American 
Stove Co., president of the Institute; David Kahn, president of The 
Estate Stove Co.; Mayor James Garfield Stewart of the city of Cincin- 
nati, and Lucian Kahn, treasurer, The Estate Stove Co., toastmaster. 


placed. European countries will be 
forced to build many home products 
and appliances themselves since they 
will probably have neither money 
nor credit at the end of this present 
war. American manufacturers must 
meet this competition from countries 
with low standards of living in world 
markets. As a result standards of 
living in the United States must 
eventually be lowered, but this does 
not mean that employees cannot en- 
joy just as many if not more of the 
comforts of modern living. Lower 
production costs will result in lower 
selling prices which will in turn 
increase consumption. Following this 
there will be increased employment 
with a greater total combined in- 
come for the nation as a whole. 

Mr. Jones emphasized the danger 
of building up inventories when 
consumption is declining and also 
pointed out increasing production 
without increased sales effort is also 
a dangerous procedure. More good 
common sense is needed in business 
today. 
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retail furniture merchants were sat- 
isfied with prices as established by 
stove manufacturers. Retailers have 
not jumped into the market as they 
did during the other war period. 
Furniture retailers look forward to 
a slightly increased business rang- 
ing from 5 to 10 per cent in 1940 
and will be in the markets on this 
basis. The stove department is still 
fifth in importance in retail furni- 
ture stores. He listed direct selling, 
utility competition, and improper 
crating as problems bothering his 
industry and urged manufacturers to 
co-operate in developing a correc- 
tive program. 

In the business meeting which fol- 
lowed the opening session, Samuel 
Dunckel, managing-director of the 
Institute reported on the finances of 
the organization and announced that 
an Oil Range Division has been 
added to the Institute and that plans 
were being developed for a Solid 
Fuel. Division comprising manufac- 
turers of coal, wood, and combina- 
tion ranges. He also stated that the 
Oil Division now represents approxi- 


mately 90 per cent of the production 
capacity in the country. 

S. C. Baer, The S. C. Baer Co.., 
Cincinnati, Ohio, publicity director 
for the Institute, announced that the 
cooking and heating industry re- 
ceived wide publicity in the trade 
press of the country and mentioned 
articles which had appeared in 
Harpware AcE, National Furniture 
Review, and Electrical Merchandis- 
ing. He also mentioned several con- 
sumer publications which made use 
of news releases developed by the 
institute. 

The afternoon session was devoted 
to merchandising subjects with A. 
H. Rose, sales promotion manager, 
The Moore Corporation, Joliet, Ill, 
presiding. Frank Lovejoy, sales ex- 
ecutive, Socony Vacuum Oil Co.. 
New York, N. Y., discussed the sub- 
ject “Putting the Heat On In Mar- 
keting” and emphasized it was 
necessary to first find out what the 
customer wants. Merchandising is 
just good common sense applied to 
business. He listed six cardinal 
principles of good salesmanship: 
1—Don’t talk too much; 2—Don’t 
assume an argumentative manner; 
3—Inquire first and talk after; 
4—Be sure buyer understands you 
understand the question; 5—Stick 
to one key issue; and 6—Always 
ask why. 

L. L. Shoemaker, director. Mer- 
chants Service Bureau, National 
Cash Register Co., Dayton, Ohio. 
presented an interesting talk on 
“What Does the Customer Think” 
based on his personal experiences. 
He urged salesmen particularly in 
the retail field to remember the cus- 
tomer and his wants, sell him his 
needs, and emphasized that price 
has its place but it is not first place 
in the minds of all customers. Many 
specialty salesmen have failed to 
sell because they did not generate 
enough desire for the product; neg- 
lected customers too long; did not 
plan presentations carefully; were 
licked by the story of friendship 
and reciprocity; and did not know 
enough about prospect’s business. 

Edwin B. George, economist and 
associate editor of Dun’s Review, 
Dun and Bradstreet, New York. 
N. Y., discussed the various cate- 
gories of citations that have been 
considered by the Federal Trade 
Commission under the Robinson- 
Patman Act with particular empha- 
sis on a recent decision of the Com- 
mission relating to cumulative and 
retroactive discounts. He stressed 
the need for more distribution cost 
accounting as a basis for pricing 
policies in the future. 

(Continued on page 58) 
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It’s Profitable to Sell 
TRIPLEX Nuts 


for Fast, Low-cost Assembly 


Smart buyers give you more business when you show 
them neat savings in production costs. Triplex Nuts 
help them avoid time-wasting misfits and throw-outs. 
They’re accurate to size, have full threads for smooth 
fit, tight grip. Win credit for stocking quality Triplex 
products. Write today for samples and prices. 


THE ER i od L F rae 


AND SET SCREWS, BOLTS, NUTS AND RIVETS 
5317 Grant Avenue ¢ Cleveland, Ohio * 


Millions Sold—Used in Every Industry 














FOX PEN NETTING 


The heavier grades 
of hexagonal net- 
ting are profit- 
able items for 
your stock. It 
costs ue 
more for 
Wright 

high 

quality. 
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Here’s 4 reasons why it means 


MORE PROFITS TO YOU 


PROTECTION—Rogers offers CE— mg ae offers you 
you protection by exclusively = in on ‘on ean 
selling through the hardware eee fall pr cheia n stores, 
trade and not selling to chain group buyers, etc., by off ve 
stores, group buyers, or mail order superior product at the same 


houses. 
DE M AS D 's sells for 
QUALITY — Rogers Glue is y Youth sasional edvertnine 
made only from select fish skins Science, Home Craftsman, etc., 
insuring clarity and uniformity os over a mil- 
- also produces greater —=_ 
strength (3800 pounds shearing 
strength per square inch). FREE—Phone or write 
pace I jobber for free & 
ers . 
fora A free display unit— 
—— Rogers Glue 
**LET GLUEKY DO IT"’ biy to sell R ogers Glue. 


| 


a LIQUID FISH GLUE 





NEW PATENT 


STRING DEVICE 
etal 
MADE IN TWELVE 
DIFFERENT COLORS 











Left to right: C. E. Curtis, Western Iron Stores Co., 


Milwaukee, Wis., president 


of the National Supply and Machinery Distributors Ass’n; D. W. Northrup, Henry 
G. Thompson & Son Co., New Haven, Conn., president, American Supply and Machinery 
O. W. Ahl, comptroller, Hibbard, Spencer, Bartlett & 
Co., Chicago, emphasizing special service costs in the mill supply business. 


Manufacturers’ Ass’n, 


Supplymen Discuss Special Service 
Costs and Small Order Problem 


Central States members of Supply and Machinery 
Associations attend joint zone meeting in Cincin- 


nati, Ohio, December 13, 1939—Over 100 take part. 


ELATION of special service to 

net profits, small order prob- 
lem, distributor-manufacturer rela- 
tions committee reports and open 
forum discussions were features of 
the joint zone meeting of the 
National Supply and Machinery 
Distributors Association and _ the 
American Supply and Machinery 
Manufacturers’ Association, held at 
the Netherland Plaza Hotel in Cin- 
cinnati, Ohio, on Dec. 13. Over 100 
members and guests from Ohio, In- 
diana, and Kentucky attended the 
meeting and luncheon, Charles E. 
Curtis, Western Iron Stores Co., 
Milwaukee, Wis., president of the 
distributors’ group, presided at the 
morning session, while D. W. North- 
rup, the Henry G. Thompson & Son 
Co., president of the manufacturers’ 
group, presided at the afternoon 
meeting. 

O. W. Ahl, comptroller, Hibbard, 
Spencer, Bartlett & Co., Chicago, 
Ill., discussing “The Relation of 
Special Service to Net Profit.” stated 
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that the extended value of each item 
on an order is the determining fac- 
tor as to whether or not the order 
is profitable. He illustrated this 
point by comparing the cost of 
handling an order for one item with 
an extended value of $10.00 with an 
order for 10 items having an ex- 
tended value of $1.00 per item. 
Pick-ups were listed as one of the 
biggest problems affecting net prof- 
its more than any other item in 
the mill supply business. It is also 
a very substantial part of total vol- 
ume in most business and it is not 
unusual to have 25 per cent of the 
volume from this source. This busi- 
ness does not carry sufficient margin 
to cover a proportionate share of 
the expense and compensate the 
company for the additional expense 
involved. 

Special deliveries are another 
problem in the factory supply busi- 
ness according to Mr. Ahl and he 
stressed the fact that distributors 
should secure sufficient compensa- 


tion for this since they were selling 
a special service as well as the mer- 
chandise. To offset these additional 
costs the following recommendations 
were suggested: 1—TIncrease line 
value of orders; 2—An analysis of 
your inventory by items to reduce 
pick-ups; 3—Pick-up charges; 4— 
Service charge for special deliveries. 
During the afternoon session J. 
Robert Kelley, Manning, Maxwell & 
Moore, Inc., discussed “Small 
Orders and Operating Costs” and 
through use of a series of charts 
demonstrated what his company was 
doing to control this factor, and 
pointed out the effect of small orders 
on the net profits of the business. 
H. H. Kuhn, The Hardware & 
Supply Co., Akron, Ohio reported 
on the activities of the distributors’ 
Manufacturers’ Relations Commit- 
tee. He mentioned some of the cost 
studies that the committee was de- 
veloping. Harold F. Seymour, The 
Columbia Vise & Mfg. Co., Cleve- 


(Continued on page 59) 
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SHE WANTS IT... 
YOU CAN SELL IT WITH PROFIT 


@ The trend is steadily to stainless steel ware. Both job- 
bers and dealers can build an increasing business in 
Carlton Ware,—of charming design, beautifully finished 
inside and outside. Send for catalog and prices. 


THE CARROLLTON METAL PRODUCTS CO. 
Carroliton, Ohio 


CARLTON ino wievet 


STAINLESS STEGL WARE 


| Just One Insertion | 


Sold This Hardware Store 


} A well established hardware dealer wanted to sell 
his business. He ordered a fifty-word advertise- 
ment inserted in four issues of the classified 
section, under 













Business Opportunities 
In Hardware Age 


After one insertion he wrote us: 








"The ad appearing in your Hardware 
Age brought so many results, that the 
store is sold, and it is not neces- 
sary to issue any more. The inquiries 
came in, in more than a sufficient 
amount for me to decide my moves." 


} Just another example of how the classified sec- 
tion of HARDWARE AGE brings quick, tangible 
results to advertisers. 


'HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 
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““WORK-SAFE” means 
“SALES-SAFE” in this 
New Rich Step Ladder 














This is a ladder that a 
you can demonstrate <a 





and sell easily and 
quickly. A platform 
step ladder designed 
for the housewife. 
Convenient pail holder, 
non skid step treads 
and rubber leg tips are 
selling features. Ask 
your jobber or write. 

















VISIT OUR EXHIBIT 
House Furnishings Show 
Room 778 Palmer House 


RICH IRONING TABLES 


A complete line of 16 dif- 
ferent tables, each an out- 
standing value in its price 
class. Many exclusive sell- 
ing features. 


THE RICH LADDER & MFG. COMPANY 


1022 Depot Street Cincinnati, Ohio 



























Quik flame. 
ASBESTOS 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS DIVISION 


_ 











and Manufacturers 
Salesmen 





News of Retailers, Jobbers, 
and 








READ 


NEWS OF 


IT IN HARDWARE 














HARDWARE AGE FOR 








PENDING LEGISLATION DESIGNED TO CURB 
FUNCTIONS OF GOVERNMENTAL AGENCIES 


H. R. 6324, now on calendar of House of Representatives, 
also designed to establish uniform rules of procedure 


and to safeguard both private and public 


(Washington Bureau 
of HARDWARE AGE) 


Aftermath of the current hear- | 
ings by which the special House 
committee investigating the Na- 
tional Labor Relations Board is 
scrutinizing the far-flung  bu- 
reaucracy established under the 
Wagner Act may go way beyond | 
the activities of one adminis- | 
trative agency. Out of the thou- | 
sands of pages of testimony to | 
be written before the inquiry is | 
brought to a some ob- 
servers believe, will come legis- | 
lative enactment, curbing the | 
functions of present governmen- 
tal agencies, establishing uniform 
rules of procedure, and safe- 
guarding private and aged 


close, 





rights against the autocratic at- 
titude maintained by an appar- | 
ently increasing number of 
governmental administrators. 

A- pending measure substan.- | 
tially embodying these provisions 
came close to receiving final | 
Senate passage last session, and | 
a companion measure has already | 
been approved by the House | 
Judiciary Committee. It will be 
on the House calendar when 
Congress convenes in January. 
Administration strategists on | 
Capitol Hill are expected to be | 
on hand early in the session 
fighting the bills tooth and nail. 

Briefly, the measure, identified | 
as HR 6324, is designed to as- | 
sure more adequate review before 
orders become effective. ian, 
to be affected by government | 
orders could request public hear- | 
ings, after which such hearings | 
would be mandatory. Public | 
notice of the hearing likewise | 


the amendments and changes 


would be required to follow the | 


same procedure as the original 
rule. 

Administrative officers would 
be compelled to stay within the 
terms of a statute in their in- 
terpretation and application; and 
any out-of-bounds move would 


bring the rule into court for the | 


purpose of promptly testing the 
validity of both the statute and 
the rule instead of having to 
wait two or three years before a 
concrete case arising in the ad- 
ministration of the law could be 
tested by the courts under the 
customary procedure. 

“Tt will be noted,” says Repre- 
sentative Francis E. Walter, 


Democrat of Pennsylvania, co- | 


author of the measure, “that the 
administrative agencies are to 


| remain free in the discharge of 


both their quasi-legislative and 
quasi-judicial authority and, of 
course, free in their administra- 
tion of the statutes in accordance 
with the law and the facts. 
“However, the exercise of dis- 
cretion in the quasi-legislative 
and quasi-judicial functions does 
not contemplate that the admin- 
istrative officials shall exercise 
other than a legal discretion; 
they do not have a roving com- 
mision to obey the law or not 
obey it as they see fit; to change 
and adopt policies contrary to 
the policies stated in the law; 


or in any other manner to assume | 


an autocratic attitude as to what 
they shall or shall not do when 
private and public rights are in- 
volved.” 

Although New Dealers profess 


interests. 


| session, and passed the measure | 


by unanimous consent. The bill 
will have to be passed by the 
Senate again, however, since the 
motion of one member of the 
Senate—Senator Sherman Min- 
ton, pro-New Deal Democrat of 
Indiana—was sufficient to order 
the bill reconsidered. 

It was sponsored in the Senate 
by the late Senator M. M. Logan, 
Democrat of Kentucky. Repre- 


another Senate member to push 
the measure, insists he is assured 
of 280 votes in the House. The 
chances for ultimate passag< are 
regarded as improving in view of 
revelations made at the House 
| hearings on NLRB’s activities. 

The measure, which has been 
referred to by some so-called 
liberals as “the constitutional 
struggle of 1940” is understood to 
embody the results of three years 
of study by the American Bar 
Association. A number of busi- 
ness groups have indorsed the 
bill and it also has received the 
acceptance of the American Fed- 
eration of Labor. 

Mr. Walter introduced the 
measure in Congress after aban- 
doning the idea of pushing an 
earlier bill designed to revise the 
Walsh-Healey Public Contracts 
Act to give adequate judicial re- 
by Its introduction followed 





a 


the Labor Department’s recom- 
mendations in the steel wage 
| case and its refusal to recognize 
| exemptions claimed by small 
units in the industry. Identical 
bills providing for procedural 


would be compulsory. Rules are | to be in accord with any move | reform in the field of adminis- 


now issued by a number of the 
agencies in profusion but it is | 
done almost wholly in the dis- | 


: ° : | 
cretion of the agencies concerned | advocating new rules for Federal 


and with or without public | 
notice and hearing when re- 
quested by interested parties. | 
Also, under the bill rules would | 
not become effective until pub- | 
lished and, while amendments | 
or changes may be made as ad- | 


ministratively found desirable, | 


36 


to effect uniform procedure—in- 
deed the Administration has 
been out in front in successfully 


courts—they have made no at- 


tempt to cover up their disdain | 


for the Walter bill. 


Proceeding on the theory that | 


such wholesale condemnation is 
not to be discounted, sponsors in 
the Senate caught Majority Lead- 
er Alben Barkley napping late last 


| trative law had previously been 
introduced in both houses. 


STEWART MFG. OPENS 
WEST COAST OFFICE 


The F. W. Stewart Mfg. Co., 
| 342 W. Huron St., Chicago, Iil., 
has operied a West Coast direct 
| factory branch at 431 Venice 


| Blvd., Los Angeles, Calif. 


sentative Walter, who is seeking | 








DONALD D. 


SMITH 


FIRM MAKES PORCELAIN 
ENAMELED PRODUCTS 


Porcelain Steels, Inc., is a new 
corporation at Cedar and Ash- 
land Rd., Cleveland, Ohio, which 
has announced two new porcelain 
products of interest to home own- 
ers and to industry. One prod- 
uct, the company states, is a 
scientifically designed and tested 
hot water tank coated inside and 
out with porcelain enamels. The 
other product is porcelain enam- 
eled corrugated roofing and sid- 
ing which is being made under 
“Kor-Lok” patents. This prod- 
uct is an interlocking type of 
corrugated steel coated on both 
sides with porcelain enamels. 

Donald D. Smith, president of 
Porcelain Steels, Inc., has had 
extensive experience in enamels 
having been associated with the 
Briggs Mfg. Co. and other com- 
panies. Manager of the plant 
is C. E. Murphy, recently with 
the Grand Rapids plant of 
Fisher Bodies as welding fore- 
man. 


KEYWORTH JOINS LAMSON 
AND SESSIONS SALES 


J. C. Keyworth has joined the 
sales staff in the Midwest terri- 
tory of the Lamson & Sessions 
Co., Cleveland, Ohio. Mr. Key- 
worth was formerly with the 
Triplex Screw Co. He has had 
considerable experience in the 
bolt and nut industry, having 
been with the Ferry Cap & Screw 
Co.. the Cleveland Brass Mfg. 
Co. and the Wasmer Bolt & Nut 
Co. 
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E. W. LEWIS, JR., HEADS SALES 
OF GLOBE STOVE & RANGE CO. 


E. W. Lewis, Jr., has been 
appointed director of sales, a 
new post in the organization of 
the Globe Stove and Range Co.., 





E. W. LEWIS, JR. 


Kokomo Indiana. Mr. Lewis will 
be in complete charge of the’ 
sales and advertising program 
covering the entire“Globe line of 
Dutch Oven ranges for all fuels 
as well as the coal and oil heat- 
ers. 

Mr. Lewis announced at the 
same time, there would be no 
changes in the heads of the vari- 
ous sales divisions of Globe. B. 
B. Turner will continue as sales 
manager of the coal and oil 
division, E. A. Maple as sales 
manager of the gas and electric 
division, and Russell Ray as 
merchandising manager. 

Mr. Lewis was director of sales 
for the Detroit Vapor Range Co. 
At the same time he served as 
president of the Star Stove 
Shops, Inc., a subsidiary of the 
Detroit Vapor Company and the 
largest resale organization in the 
stove industry, employing as 
many as 800 direct-to-consumer 
salesmen. 

His experience includes exten- 
sive work in appliance merchan- 
dising through both department 
stores and furniture stores. He 
entered the range business, as he 
himself expresses it, by “pushing 
doerbells” after a successful ex- 
perience in the automobile busi- 


Mr. Lewis’ experince also in- 
cludes two years with the Tappan 
Stove & Range Company, where 
he was associated in successfully 
merchandising the divided top 
range which at that time was a 
pioneering job. 

The complete Globe line to be 
presented to the trade this year 
includes streamlined ranges of 
modern engineering and design 
for gas, electricity, coal, wood 
and oil, as well as combination 
models for electricity and coal 
and gas and coal. The gas line 
includes ranges for natural, man- 
ufactured and bottled gas. In 
addition to cooking appliances, 
Globe also offers a complete line 
of coal or wood heaters and oil 
heaters. 


PETERSON IN NEW POST 
FOR BUTLER BROTHERS 


Duane L. Peterson, former 
director of sales of Butler Broth- 
ers, Chicago, IIl., has been ap- 
pointed general manager of the 
company’s Baltimore, Md., office 
succeeding Louis C. Burr, senior 
vice-president, who will retire on 
Feb. 1, 1940, after 51 years of 
service. 


T. J. KENNY LEAVES 
DEVOE & RAYNOLDS 


Announcement has been made 
by T. J. Kenny of his resigna- 
tion as director of trade sales for 
Devoe & Raynolds Co., Inc. Fol- 
lowing his resignation which be- 
came effective December 15, Mr. 
Kenny became general manager 
of Cameron & Barkley Co. of 


Kenny 
Com- 


Charleston, S. C. Mr. 
joined the Devoe Paint 
pany in 1927 as general credit 
manager following a period in 
which, for eight years, he had 
been in charge of credits for 
numerous companies in_ the 
Union Carbide and Carbon group 
including: Linde Air Products 
Co., Prest-O-Lite Co., Electro 
Metallurgical Sales Corp., Nation- 
al Carbon Electrode Division, 
Haynes Stellite Corp., Carbide & 
Carbon Chemical Corp. 

In 1936 Mr. Kenny was ap- 
pointed director of trade sales for 
Devoe and has functioned in this 
position to date. As general man- 
ager of Cameron & Barkley Co. 





T. J. KENNY 


in Charleston. The Cameron & 
Barkley firm, established imme- 
diately following the Civil War 
in 1865, is one of the largest dis- 
tributors of mill supplies, plumb- 
ing supplies and automobile ac- 





cessories in the southeast. 








The Wabash Appliance Corp., 
335 Carroll St., Brooklyn, N. Y., 
has acquired complete control of 
Birdseye reflector lamps, and 
will market these nationally 
along with its Superlite light 
conditioning bulbs and Super- 
flash photolamps. All Birdseye 
reflector lamps will be inside- 
silvered with real silver, and sev- 
eral new lamps will be announced 





ness, 
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including direct and _ indirect 


Wabash Appliance Corp. Acquires 
Birdseye Electric Company 


lighting bulbs, spotlites, flood- 
lites, and a new line of Birdseye 
self-diffusing bulbs for light con- 
ditioning. 

Birdseye lamp sales will be 
under the supervision of H. L. 
Bernstein, director of sales of the 
Wabash Appliance Corp. The 
entire manufacturing personnel 
and field sales organization of 


Mr. Kenny will make his home | 


NEW DALLAS HEAD FOR 
HOTPOINT COMPANY 


R. W. Turnbull, vice-president 
and general sales manager, Edi- 
son General Electric Appliance 
Company, Inc., Chicago, HI., has 
announced the appointment of 





Cc. J. PRASHAW 


C. J. Prashaw as manager of the 
company’s Dallas district. Mr- 
Prashaw spent ten years witls 
the Missouri Power and Light 
Company. In January, 1937, he 
joined the Hotpoint company as 
refrigeration specialist in the 
Kansas City district. It is from 
this position that he has beem 
promoted to his present post. 

Mr. Prashaw succeeds J. T- 
Nee, who has been transferred 
to the Atlanta district, as Hot- 
point electric range specialist. 


MYSTIC FOAM ENLARGES. 
PLANT AND SALES STAFF 


The Mystic Foam Corp., Cleve- 
land, Ohio, has enlarged its 
present plant to almost double 
capacity and now occupies from 
6603 to 6607 Carnegie Ave. 
President, George Anderson, 
also announces that the follow- 
ing representatives have joined 
the Mystic Foam sales force: 
Dean G. Reitz, Box 4355, Dal- 
las, Texas; H. H. Barth, 948 
Morton St., Boston, Mass.; S. M- 
Morvay, 228 Locust St., Spring- 
field, Mass.; Daughtery & Kruse, 
1101 S. Kingshighway Blvd., St. 





the former Birdseye Electric Co. 
continues to function intact. | 





Louis, Mo., and Chas. Koethen, 
17 Cadillac Sq., Detroit, Mich. 
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R. K. CARTER & CO. PROMOTES 
C. K. GREENING AND W. P. HERRMANN 


At a recent meeting of the 
stockholders and directors, R. K. 
Carter & Co., purchasing organi- 





Cc. K. GREENING 


zation of New York and Chicago, 
elected Charles K. Greening, 
treasurer to succeed Benjamin 
F. Harrison, who is retiring be- 
cause of poor health. 

William P. Herrmann, who has 
been with the company for 25 


years as cashier, was elected 
assistant treasurer and director. 
The other officcrs continue as 
heretofore: Alfred C. Greening, 
president; William B. Pauls- 
craft, vice-president, and Mary 
E. Beans, secretary. The Carter 
organization will celebrate its 
70th anniversary in February. 
Its New York headquarters are 
at 66 and 68 Reade St. 





W. P. HERRMANN 








JOHNSON REPRESENTS 
NATIONAL DIE CASTING 


L. H. Johnson, who has been 
in the hardware business for 
the past 39 years, recently he- 
came a representative of the 
National Die Casting Co., Chi- 
cago, Ill. He will cover the 
Middle Atlantic states from New 
Jersey to Virginia and west as 
far as W. Virginia and Ohio, 
calling on wholesalers in the 
interests of the company’s house- 
wares lines. For the past 10 
years he r-presented W. J. 
Dennis & Co., Chicago. Prior to 
that his affiliations were 18 years 
with Masback Hardware Co., 
New York City, wholesale hard- 
ware distributors, four years 
with Chas. J. Smith & Co., Jer- 
sey City, N. J., wholesale hard- 
ware distributors and seven years 
with Russ-ll & Erwin Mfg. Co., 


New Britain, Conn. 


CHANGES IN GOODRICH 
MECHANICAL DIVISION 


The following appointments to 
the sales staff of the Mechanical 
Division of The B. F. Goodrich 
Co., Akron, Ohio, have been an- 
nounced. I. N. Kimsey has been 
named manager, and R. A. 
Charlton, assistant manager of 
the Akron Sales Division; J. S. 
Gulledge, manager of the St. 
Louis district, and A. M. Fiala, 
product sales manager of the Air- 
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Cell Division, devoted to sales of 
the company’s new latex cushion- 
ing material. 

Mr. Kims y joined the Good- 


rich organization in 1933 and 
since then had been a salesman 
in the Akron sales division. Mr. 


Charlton has been with the com- 
pany since 1917, on the sales 
staff at principal headquarters in 
Akron, Ohio. 

Mr. Gulledge entered the com- 
pany’s service in 1929 as a sales- 
man in the Akron sales division 
and was later on the sales staff 
of the Cincinnati district. Since 
1932, he had been in the Akron 
sales division. 

Mr. Fiala started work in the 
Goodrich factory in Akron in 
1915. He was soon transferred 
to the Mechanical Division office 
staff; had been sales promotion 
manager from 1920 to 1925 and 
a salesman in the Akron sales 
division from that time until his 
present appointment. 


ROCHESTER ASSN. ELECTS 
NEW OFFICERS 


At the Dec. 13th meeting of 
the Rochester Retail Hardware 
Association, held at Magg’s, that 
city, the following officers were 
elected: president, Harris Ham- 
mond; vice-president, George 
Waterhouse, Jr.; secretary and 
treasurer, James Shatzel, Jr. 


Directors for two years: William 
Van Dussen, Raymond Walters, 
and Elmer Sacks; directors for 
one year, F. J. Simmons, J. P. 
Josh, and Philip Gutkin. 

Horace Aikman, president of 
the N.R.H.A. and T. J. Johnston, 
president of the New York State 
Retail Hardware Association, 
were guest speakers. Mr. Aikman 
compared the hardware business 
today with that of 25 years ago. 
Mr. Johnston discussed plans 
for the state association’s conven- 
tion in 1940. H. L. Canfield, 
first vice-president of the state 
association, was a guest at the 
meeting. 


DIVISION SALES HEAD 
FOR AMER. THERMOMETER 


J. F. G. Breen has recently 
been appointed sales manager of 
the Thermometer Division of The 
American Thermometer Company 
of St. Louis, Missouri. 

Mr. Breen was formerly vice- 
president and sales manager of 
Smith, Kline & French, Inc., 
Philadelphia, Pa., and after that 
he served as assistant sales man- 
ager of Scott & Bowne Vitamin 
Corp., Bloomfield, N. J. 


HAMPDEN MFG. CO. 
MOVES PLANT 


The Hampden Mfg. Co., Inc., 
manufacturer of metal specialties, 
on and after Jan. 1, 1940, will 
be located in a new plant at 
Roosevelt Ave. and E. 4th St., 
Plainfield, N. J. The company 
has taken the larger quarters 
for expansion purposes and also 
to enable it to handle its in- 
creased volume of business. The 
entire office and factory will be 
located at the new address. The 
company was formerly located at 


17 Warren St., New York City. 





NEW OFFICERS FOR 
CHAS. WEILAND, INC. 


New officers of the wholesale 
hardware firm of Chas. Weiland, 
Inc., 149 Chambers St., New 
York City, are: L. F. Yeager, 
president and treasurer; Harry 
Imber, vice-president, and Jack 
Stern, secretary. Mr. Yeager, 
the new president succeeds the 
late J. Yesner. 





“GRAND” APPOINTS JONES 
WESTERN SALES MANAGER 


D. L. Edelmuth, vice-president 
and general sales manager of 
the Cleveland Co-Operative Stove 
Co., 2323 E. 67th St., Cleveland, 
Ohio, manufacturers of Grand 
gas ranges, has announced ap- 
pointment of Wm. R. Jones as 
western division sales manager. 
The appointment becomes ef- 
fective Jan. Ist. 

Mr. Jones will be responsible 
for sales in Illinois, Wisconsin, 
and the entire territory West of 
the Mississippi. He will make 





W. R. JONES 


his headquarters at Space No. 
520, American Furniture Mart, 
Chicago, where the company 
maintains a permanent exhibit. 











WOODCOCK NOW SOUTHEASTERN MGR. 
FOR WINCHESTER-WESTERN 


Announcement has been made 
by the Winchester Repeating 
Arms Co., New Haven, Conn., 
of the appointment of Fletcher 
H. Woodcock as Winchester- 
Western district manager for the 
southeastern states with head- 
quarters at Atlanta, Georgia. Mr. 
Woodcock has for several years 
past been assistant district man- 
ager in the New York and east- 
ern territory for both companies. 

Mr. Woodcock began his busi- 
ness career with Treman, King 
and Company, Utica, New York, 
with whom he served for three 
years. He was assistant manager 
of the wholesale sporting goods 
department for that company 
when he resigned to accept an 





appointment on the sales staff of 
Western Cartridge Co. in 1928. 

Mr. Woodcock, in addition to 
his popularity in his sales work, 
had distinguished himself as an 
exceptionally fine shooter espe- 
cially at the traps. He was one 
of the members of the five-man 
squad that made a new trap- 
shooting five-man squad record 
at the Grand American Handicap 
tournament in 1938. This squad 
set a new mark of 993 x 1000 
and Mr. Woodcock contributed a 
score of 199 x 200 to the setting 
of that record. 

Mr. Woodcock has already 
established himself in his new 
territory and has headquarters 
at 604 First National Bank Build- 
ing, Atlanta. 
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George S. McQuade, sales 
manager of the Marshall-Wells 
Co., Duluth, Minn., has an- 





GEORGE 8S. McQUADE 


nounced the 15th annual Asso- 
ciate Hardware Dealers and 
Salesmen Convention of the com- 
pany to be held at Duluth, on 
January 29, 30, and 31. “We 
are of the opinion that we will 
have in attendance several hun- 
dred associate dealers and sales- 
men coming in from towns lo- 
cated in Minnesota, Montana, 
North and South Dakota, Wis- 
consin and Upper Michigan,” 
said Mr. McQuade. 

The company plans on _ us- 
ing more than 50,000 square 
feet for merchandising displays. 
These merchandise displays, will 
consist of refrigerators, washing 
machines, ranges, oil heaters, lin- 
oleums, paints, varnish, sporting 
goods, cutlery, housewares, hard- 
ware, etc., and a great dcal of 





CIATE CONGRESS TO STUDY 
MODERN MERCHANDISING METHODS 


time will be spent during the 
three days in presenting this mer- 
chandise to the dealer from a 
retail point of view. 

The program during the three 
days of the congress will also 
be devoted to the study of progres- 
sive and modern merchandising 
methods forthe independent hard- 
ware dealer including modern 
store arrangements, and will 
cover modern displays, better 
salesmanship, buying controls and 
successful retail management. 


TEXAS JOBBERS PLAN 
SEMI-ANNUAL MEETING 
The Texas Wholesale Hard- 


ware Association will hold its 
semi-annual meeting at the Hotel 
Adolphus, Dallas, Tex., on the 
afternoon of Jan. 23. This 
gathering will be an executive 
meeting of the wholesalers with 
no outside speakers. 

The Texas Hardware Boosters 
will also hold their mid-winter 
stag dinner at the hotel that eve- 
ning. The dinner will begin at 
7:00 p.m. and the wholesalers 
will be invited as guests of the 
Boosters. 


MASS. HDWE. DISTRIBUTORS 
ELECT OFFICERS 


The following were elected 
officers of the Massachusetts 
Hardware Distributors, Inc., 208- 
210 Purchase St., Boston, Mass., 
at a meeting Nov. 23: president, 
H. Siegel; vice-president, S. Dia- 
mond; treasurer, B. Gittes, and 


clerk, G. Levy. 








PROMINENT INDUSTRIALISTS AT CONFERENCE 





In an informal discussion at the 44th annual Congress of Amer- 
ican Industry meeting in New York, Dec. 6 to 8, are: left to 
right, Howard Coonley, president of the National Association 
of Manufacturers and chairman of the Walworth Co., Boston, 
Mass.; H. W. Prentis, Jr., president of the Armstrong Cork 
Co., Lancaster, Pa., and national vice-president of the National 
Association of Manufacturers, and Charles R. Hook, president 
of the American Rolling Mill Co., Middletown, Ohio, and chair- 
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man of the board of the National Association of Manufacturers. 








Yee) od 2 Se es ee 


e Nyt eg Inside Frosted ¢ 


oy. New Wabash Superlite 
At Center 


Spot Glows Gently, Evenly From 
Very Edges 


Sells WABASH SUPERLITES 
in your own store... | 


. » » When you tie-in with 
this Sensational Deal! 


° It’s the deal that created a sensa- 
tion in the electric lamp business, 
It’s a complete Light Conditioning 
Department for your store, yet 
takes up less than 114 sq. ft. floor 
space. Features all fastest-selling 
Wabash Superlite bulb sizes. In. 
cludes Free all-metal display 
stand; Free electric bulb tester, 
6 extra 60-watt Superlite bulbs 
Free. Be sure to get full details 
from your jobber. Or write. 
Wabash Appliance Corp., 335 Car- 
roll St., Brooklyn, N. Y, 


Copr. 1939, Wabash Appliance Corp. 


WABASH 
SUPERLITE 











1940 HOTPOINT HOME APPLIANCES 
ARE ANNOUNCED AT CONVENTION 


R. W. Turnbull, vice-president 
and general sales manager of the 
Edison General Electric Appli 
ance Co., Inc., Chicago, IIl., in 
his keynote address at the Hot- 
point Partners Meeting held in 
Biloxi, recently sounded the Hot- 
point theme for the coming year 

“Follow Through in “40!” At 
this meeting Hotpoint executives 
from all branches of the company 
made the first announcements of 
the new 1940 Hotpoint home 
appliances, together with the 
sales and advertising plans fot 
each of the five lines. 

As the Hotpoint distributors 
executives left the conference, 
plans were already underway fo: 
local presentations of Hotpoint’s 
1940 products and merchandising 
program to retailers and utilities 
selling Hotpoint home appliances. 
These meetings will be put on 
shortly after Jan. |. 

Hotpoint executives who took 
part in the program were in addi- 
tion to Mr. Turnbull, George A. 
Hughes, president; Harry E. 
Warren, manager of the home 
laundry division; M. H. Beek. 
man, manager of the kitchen 
sanitation division; F. B. 
Williams, manager of the re- 
frigeration division; Ross Smith, 
manager of the kitchen sales 
division; A. Rebensburg, man- 
ager, merchandising research di- 
vision; George W. Scott, treas 
urer; I. A. Rose, works manager; 





Prominent hardware manufacturers, 


| Ward R. Schafer, range division; 
D. C. Marble, manager product 
service division; A. H. Jaeger. 
manager, water heater division; 
A. D. Byler, vice-president and 
general manager; J. C. Sharp, 
chief engineer, and G. H. Smith, 
general merchandising manager. 


PROCTOR ELECTRIC NOW IN 
MERCHANDISE MART OFFICE 


Proctor Electric Co., Phila- 
delphia, Pa., has moved its Chi- 
cago office to a new and im- 
proved location at Room 14-104 
Merchandise Mart, 222 W. North 
Bank Drive. W. Trittipo is in 
charge. A complete display of 
the Proctor line of electric ap- 
pliances is shown at this new 
address, 


T. A. AND D. A. TROY 
IN NEW QUARTERS 


T. A. and D. A. Troy, manu- 
facturers’ representatives, are 
moving on or about Jan. 1 to 
new quarters at 69 Murray St., 
New York City. The firm for- 
merly known as Thomas A. Troy 
& Son was located at 150 Cham- 
bers St., New York City, and 
represents the Hodell Chain Co., 
hardware line of the E. C. 
Stearns Co., H. M. Harper Co., 
Seymour Mfg. Co. and the Mc- 
Kaigh Hatch Co. 











Thomas A. Troy has been a 
manufacturers’ agent for 43 
years, making his headquarters 
on Chambers St. practically all 
of that time. He was at one time 
associated with Weibusch & Hil- 





THOMAS A. TROY 


ger, a manufacturers’ agency. In 
1913 he formed his own busi- 
ness. He has represented the 
Hodell and Stearns agencies for 
26 years and 20 years respec- 
tively and the Harper organiza- 
tion for 15 years. 

Associated with him in _ his 
business for the past 15 years is 
his son, Donald A. Troy. In their 
new location on Murray St. they 
will occupy the store floor and 
basement, totaling about 5,000 
square feet of space. 


HARDWARE MEN CELEBRATE WITH BILL GREENE 


holesalers, and sal 








NEW SALES AGENTS 
OPEN OFFICE IN N. Y. 


Samuel E. Saltzman and Abra- 
ham Frank have established a 
manufacturers’ sales agency at 
1133 Broadway, New York City. 
under the firm name of Saltzman 
& Frank. They will represent 
manufacturers of hardware, 
plumbing and paint supply line, 
and now represent, in conjunc- 
tion with Henry Breher, The 
United Gilsonite Laboratories of 
Seranton, Pa. Mr. Frank has 
had 15 years of experience in 
the hardware, plumbing and 
paint supply trades. 


200 BOOSTERS AT 
CHRISTMAS JAMBOREE 


The Hardware Boosters, New 
York City, held their annual 
Christmas party and _ dinner, 
Thursday evening, Dec. 14. More 
than 200 Boosters and_ their 
fricnds attended the gala event 
which took place at Busto’s, 
Stone St., New York City. Dur- 
ing and after the dinner sou- 
venirs, donated by manufactur- 
ers, were distributed to the 
guests. Among the guests of 
honor were H. H. Groshong, Syd- 
ney Atkinson, representing the 
Metropolitan Hardware Associa- 
tion, Howard Knapp, represent- 
ing the Nutmeggers, Carl 
Meister, repres-nting the Key- 
stoners, and H. R. Connor, Behr- 
Manning Corp. 


rm 


n of the New York and Metropolitan area gathered at the New York 


Athletic Club, Monday afternoon, Dec. 18, to pay honor to William J. Greene, who was recently promoted to the general sales 
managership of The L. S. Starret Co., Athol, Mass. His friends presented him with a handsome traveling bag to mark the occasion. 


Fred A. Scholl, Long Island Hardware Co., Long Island City, N. Y.. served as toastmaster. 
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The arrow indicates Mr. Greene. 
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DUN & BRADSTREET RESUMES 


RETAIL OPERATING COST SURVEY 


After a three-year interim Dun 
& Bradstreet, Inc., 290 Broadway, 
New York City, has announced 
the revival of its Retail Operat- 
ing Cost Survey, and again asks 
the cooperation of the retailers 
in the hardware trade. Ques- 
tionnaires will be mailed about 
January 1 to more than two 
million commercial enterprises. 
The retail questionnaire is part 
of a dual survey which includes 
the Business Trend Survey, now 
in its third year. 

The Retail Survey is designed 
to furnish yardsticks against 
which the retail merchant may 
measure his business, and an- 
swer such questions as: 








HENRY C. KELLY RETIRES 
FROM RETAIL BUSINESS 


Henry C. Kelly, well known 
hardware dealer of Canandaigua, 
N. Y., and a past president of 
the New York State Retail Hard- 
ware Association has sold his 
store on South Main St., Canan- 
daigua, to the Merson Hardware 
Corp. Mr. Kelly had been active 
in the business since 1896. 

The store will now be oper- 
ated by Julian M. Merson, who 
for the past 13 years has been 
identified with the hardware busi- 
ness in Newark, N. J.  Asso- 
ciated with 
brother Hugh Merson of New 
York City. Julian Yerson, who 
is president of the company, said 
he plans to carry a full line of 
hardware and will continue the 
business policies of Mr. Kelly. 


GIBSON IN TERRITORY 
FOR MANSFIELD TIRE 


Carl B. Gibson, who has been 
advertising manager for The 
Mansfield Tire & Rubber Co., 
Mansfield, Ohio, has been trans- 
ferred to the Southwest territory 
as district sales manager. Mr. 
Gibson will make his headquar- 
ters in Kansas City, Mo. 


CHANGES IN GOODRICH 
FIELD ORGANIZATION 


Several changes in the field 
organization of The B. F. Good- 
rich Co. Akron, Ohio, have been 
announced by C. B. O’Connor, 
general tire sales manager of 
the company. 

Ernest P. Weckesser, formerly 
manager of the Newark, N. J., 
district has been named manager 
of the Detroit, Mich., district. 


1. Are the turnover and mark- 
up in my store in line with 
the experience of profitable 
members of my trade? 

2. Are any of my expenses un- 
usually high or low? 

3. What is the usual credit pol- 
icy in my trade? 


The Business Trend Survey is 
aimed principally to assist man- 
ufacturers and wholesalers, by 
answering such questions as: 


1. Did my sales volume and in- 
ventory in 1939 move in 
step with the experience of 
others in my industry or 
trade? 

2. What industries and trades 
showed the most radical 
changes in their sales and 
inventory positions in 1939? 

3. Did these changes affect all 





him will be his], 


sizes of business in the 
same way? 





head dealer relations. The New- 
ark district has been combined 
with the New York district, of 
which J. E. Powers is manager. 
manager. 

W. A. Olson, formerly manager 


has been named manager of the 


Moines districts with head- 
quarters in Omaha. W. G. Sa- 
bine, former Omaha district man- 
ager, has been transferred to 
other duties. 


SIMPLIFIED PRACTICE 
FILES AND RASPS 


The standing committee in 
charge of Simplified Practice 
Recommendation R6, Files and 
Rasps, has approved a revision 
of the recommendation, and the 
Division of Simplified Practice 
of the National Bureau of Stand- 
ards has mailed copies to all in- 
terests for consideration and ap- 
proval. 

The proposed revision now be- 
fore the industry would eliminate 
128, or 25 per cent, of the items 
included in the original recom- 
mendation, and add 9 new items. 
This would bring the stock varie- 
ties recommended to 377,—76 per 
cent of the 1923 figure, and only 
28 per cent of the number pro- 
duced before 1918. 

The revised recommendation, 
following the approval of pro- 
ducers, distributors, users, and 
other interests, will remain in 
effect until it is again revised by 
the standing committee of the 
industry. 
of the proposed revision may be 
obtained from the Division of 
Simplified Practice, National 





He succeeds F. O. Slutz, trans- 
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Mimeographed copies 


Bureau of Standards, Washing- 





| ferred to Akron headquarters to | 


of the Des Moines, Iowa, district | 


combined Omaha, Neb., and Des | 




















supply you. 


UNION HARDWARE’S 
Roller Skate Catalog No. 
18'describes and illus- 
trates a complete line 
of attractive models for 
both outdoor and rink 
skating. Write for your 
copy today. 









No. 5 
For Boys 
and Girls 


HARDWARE COMPANY 
aw EWE Gw § 


REC.US.PAT. OF F 


ESTABLISHED t054 


TORRINGTON, CONN. 


NEW YORK OFFICE 





IS| CHAMBERS STREET 





Most of the Christmas 
gifts purchased in your store during the past week are now in 
use. How long will they stay in use? What kind of service will 
they render? Whether the purchases were large or small— 
| costly or inexpensive—we venture this prediction: Merchandise 
that will give the most satisfaction is that which bears a well- 
known trade mark.’ The one way a product can become well- 
known—and stay well-known—is by giving complete satisfac- 
tion over a long period of time. Union Hardware Roller Skates 
measure up to this requirement. Their universal popularity dui 

ing more than seventy-five years of manufacture has been a? 

tained and maintained through rendering genuine custome: 
satisfaction. Let Union Hardware Roller Skates do a real sales 
job for you and help boost your 1940 profits. Your jobber car 
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Gibson Introduces 1940 Lines 
Sales Ahead of Industry 


The 1939 sales increase of the 
Gibson Electric Refrigerator 
Corp., Greenville, Mich., accord- 
ing to an announcement by F. E. 
Basler, general sales manager, 
is more than 92 per cent ahead 
of the sales increase for the 
rest of the industry. This an- 
nouncement was made at the Chi- 
cago distributor’s meeting of the 
company. Mr. Basler also stated 
that the company’s 1940 mer- 
chandise and merchandising are 
based on proven 1939 price 
leadership program. 

Gibson, in the first two of four 
regional meetings, presented the 
1940 Gibson lines of “Freez’r 
Shelf” electric refrigerators and 
“Kookall” electric ranges to 300 
distributors and their salesmen 
at Chicago and San Francisco. 

The Chicago meeting was 
opened by C. J. Gibson, presi- 





AMERICAN HDWE. SUPPLY 
CO. ADDS TO SALES FORCE 

L. A. Shaeffer of Sharon, Pa., 
has been appointed to the sales 
force of the American Hardware 





L. A. SHAEFFER 


Supply Co., Pittsburgh, Pa. An 
early stockholder in the company, 
Mr. Shaeffer after many years 
as a retail hardware man at 
Columbiana, Ohio, retired from 
the retail business and for the 
past 12 years had represented a 
nationally known manufacturer 
of paint in eastern Ohio and 
western Pennsylvania. 





WEST COAST AGENCY 
EXPANDS OPERATIONS 


The firm of J. Lindenberger, 
manufacturers’ representative, 
has extended its operations over 
the states of California, Oregon, 
and Washington. The firm main- 
tains offices at 923 E. 3rd St., 
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dent, and L. W. Hamper, general 
manager. New technical features 
of the line were explained by Ed 
Ellingen, of the Gibson service 
department and Bill Browne, dis- 
trict sales manager, in a skit in 
which both took part. John L. 
Stephens, sales promotion man- 
ager, outlined the 1940 program. 
Gregory V. Drumm of the sales 
promotion department demon- 
strated the 1940 range. A. D. 
Vining, assistant sales manager, 
acted as Chicago convention 
manager. 

The San Francisco meeting, 
under the direction of Les Tau- 
fenbach, Gibson’s West Coast 
sales manager, was attended by 
Frank S. Gibson, Jr., secretary- 
treasurer of the Gibson Co., Wal- 
ter D. Krauter, national service 
manager, and Harry W. Lippert, 
range specialist. 








Los Angeles, and 16 California 
St., San Francisco, Cal., and at 
414 Vance Bldg., Seattle, Wash. 
Associated in the business are T. 
J. McGuire, G. M. Adams and 
B. F. Crane. 

Featured lines represented are 
“SunRay” steel wool; “Nibco” 
household brushes, “Daisy” rub- 
ber goods, and “All-Nu” and 
“Whiz” household waxes and 
polishes. The firm is seeking ad- 
ditional non-competitive lines of 
hardware and _ housewares for 
representation on the West Coast. 


VIKING AIR CONDITIONING 
HAS NEW PLANT 


The Viking Air Conditioning 
Corp. has a new factory at 9500 
Richmond Ave., Cleveland, Ohio, 
providing more than three times 
the floor space formerly occupied. 
The new plant is of modern brick 
construction with a s<parate 








warehouse and shipping building. 
The general offices of the com- 
pany will be located at the same 
address in an air-conditioned of- 
fice building adjacent to and 
connected with the main factory 
building. 

NEW YORK PAINT ASSNS. 

HOLD XMAS PARTY 


The fifth annual Christmas 
Jamboree of the New York Paint, 
Varnish & Lacquer Association 
and the New York Paint & Var- 
nish Production Club was held, 
Dec. 14, in the Grand Ballroom 
of the Biltmore Hotel, New York 
City. A planned program of en- 
tertainment followed the dinner. 
The program entertainment com- 
mittee consisted of Daniel J. 
Healy, Spencer Kellogg & Sons, 
Inc., as chairman and Page N. 
Hamilton, The Harshaw Chemi- 
cal Co. of N. Y., Inc.; George 
A. Melven, Gillespie-Rogers-Pyatt 
Co., Inc.; Exwin J. Rotheim, 
Monroe Sander Co., and Edward 
Jones, Spencer Kellogg & Sons, 
Inc. 


SPECIAL FACTORY REP. 
FOR S-W RADIOS 


Floyd D. Masters has been 
appointed special factory repre- 
sentative for the radio division 
of the Stewart-Warner Corp., 
Chicago, [ll]. Mr. Masters joins 
the Stewart-Warner Corp. with 
a background of 17 years’ experi- 
ence in the radio and houschold 
appliance field. He will work 
with Stewart-Warner radio dis- 
tributors throughout the United 
States. 

MORAN IS TECHNICAL MGR. 

FOR KIMBLE GLASS CO. 


James J. Moran, who has been 
with the Kimble Glass Co., Vine- 
land, N. J., in various technical 
capacities, has been appointed 
technical manager of the sales 
department. 








DE JURE REPRESENTS 
CHAS. PARKER CO. 
The Chas. Parker Co., Meriden, 
Conn., has recently appointed 
Joseph De Jure, manufacturers’ 
representative, 410 Commerce St., 





JOSEPH DE JURE 


Philadelphia, Pa., as its repre- 
sentative in eastern Pennsylvania, 
southern New Jersey, Delaware, 
Maryland, and the District of 
Columbia. Mr. De Jure will de- 
vote his time to the “Machinist” 
and the new line of “Utility” 
vises made by the company. 





EMPIRE CITY ASSN. 
PLANS DINNER-DANCE 
The Empire City Supply As- 
sociation, 11 W. 42nd St., New 
York City, will hold its sixth an- 
nual dinner-dance, Saturday eve- 
ning, April 13, 1940, in the Hotel 
New Yorker. Tickets will be 
$5.00 per person and may be se- 
cured from Secretary Harry B. 
Sale at the association’s offices 
or from Mack Rosenberg, R & B 
Hardware Co., Inc., 2308 Third 
Ave., New York City. The affair 
is under the supervision of Mr. 
Rosenberg. 








GENERAL ELECTRIC’S DISTRIBUTOR CONVENTION 





Speakers’ table at dinner of the distributors’ 1940 convention of the General Electric Co. held 

at the Brooklawn Country Club, Bridgeport, Conn. Left to right are: C. E. Anderson, auditor, 

appliance and merchandise department; W. S. Clark, manager Bridgeport works; C. M. Snyder. 

assistant manager in charge of sales; C. E. Wilson, president-elect, General Electric Co.; H. L. 

Andrews, vice-president; G. J. Chapman, assistant manager, appliance and merchandise depart- 
ment, and Carl Brown, New Orleans district manager. 
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New officers of the Hardware Trade Association of New York: 
left to right—first row—W. E. Clapp, The Yale & Towne Mfg. 
Co., chairman of the board; E. S. Norvell, E. C. Atkins & Co., 
secretary-treasurer; F. A. Scholl, Long Island Hardware Co.— 
second row—Merle Langel, Osborn Mfg. Co., vice-president; 
R. E. Doti, Igoe Bros., Inc., president and M. C. Harriman, 














DECEMBER 28, 


American Steel & Wire Co., vice-president. 


DOTI PRESIDENT OF HARDWARE TRADE ASSN. 


More than thirty members and 
guests attended the annual meet- 
ing of The Hardware Trade As- 
sociation of New York, held Dec. 
19 at the Railroad-Machinery 
Club, 30 Church St., New York 
City, at which time R. E. Doti, 
Igoe Bros., Inc., Brooklyn, N. Y., 
was elected president succeeding 
W. E. Clapp, The Yale & Towne 
Mfg. Co. M. C. Harriman, 
American Steel & Wire Co.; Fred 
A. Scholl, Long Island Hardware 
Co., and Merle Langel, Osborn 
Mfg. Co., were elected vice-presi- 
dents. E. S. Norvell, E. C. At- 


kins & Co., was reelected secre- 


tary. Mr. Clapp is now chairman, 


of the board of directors and 
W. W. Edwards, Hederal Hard- 
ware Co., Inc., is chairman of 
the executive committee. Mem- 





bers of the board of directors 
are: H. L. Gilliam, The Wood 
Shovel & Tool Co.; John S. 
Davey, Russell, Burdsall & Ward 
Bolt & Nut Co.; E. T. B. Pen- 
man, Neal & Brinker Co.; W. E. 
Hansen, Hansen & Yorke, Co., 
Inc.; C. D. Merritt, Reed Mfg. 
Co., and Howard Moran, Brown- 
ing Bros., Inc. 

There was a discussion as to 
the advisability of changing the 
name of the association, the mat- 
ter being referred by retiring 
President Clapp to a committee 
comprising C. B. Waller, Under- 
hill, Clinch & Co., and Messrs. 
Hansen and Gilliam. A. C. Flam- 
man, attorney, who is counsel for 
several hardware organizations 
was elected a member of the 
association. 








RAWLPLUG CO. APPOINTS 
NORTH JERSEY SALESMEN 


William and Walter Schmitt, 
80 22nd St., Irvington, N. J. 
have been appointed sales rep- 
resentatives for The Rawlplug 
Company, Inc., general offices 
at 98 Lafayette St., New York 
City, to cover the Northern New 
Jersey territory formerly covered 
by the late P. L. Pinney. 

The Rawlplug Company man- 
ufactures a complete line of every 
type of anchoring device and 
masonry drill, and stock of all 
sizes will be carried at this new 
Irvington address. 





POT AND KETTLE NEWS 


At the annual meeting of the 
Los Angeles Pot and Kettle Club 
held at the Clark Hotel, the fol- 
lowing officers were elected for 
the year of 1940; president, A. 
F. Wheeler, manufacturers 
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agent; first vice-president, C. H. 
Hobson, Harper & Reynolds; sec- 
ond vice-president, A. F. Teng- 
wald, Wagner Manufacturing 
Co.; recording secretary, A. H. 
Howson, Dohrmann Supply Co.; 
corresponding secretary, M. E. 
Niedecker, Hughson & Merton; 
treasurer, F. C. Brose, manufac- 
turers agent. Newly elccted di- 
rectors are Wilbur Curtis, the 
Silex Co. and V. T. Rupp, manu- 
facturers agent. 

A. J. Cole was extended a 
unanimous vote which expressed 
the greetings and good wishes of 
the club on his promotion to the 
position of vice-president in 
charge of sales for the McGraw 
Electric Co., Elgin, Ill. He will 
make his home in the latter city 
after the first of the year. 

On December 5, a special thea- 
tre party was held in which a 
large section of “The Drunkard” 
was reserved for club members 
and their ladies. 











These (42) Accessories Take 
“SALES RESISTANCE” 
out of Heater Selling! 


Now you can add THERMOSTATIC 
TEMPERATURE CONTROL and COM- 
PLETE FREEDOM FROM FUEL HAN- 
DLING to every Circulator . . . with 
A-P “Packaged” Control Accessories! 

. And that means FASTER SELLING, 
Extra Sales and Profits, and assurance 
of greater customer satisfaction 
and convenience. 












© fp) Electric Auto-Heat Top Unit... 
Easily added to any Circulator using 
{) Model 240-DR or LR Manual Controls 


Provides Thermostatic conven- 
ience, steady, comfortable heat, 
saves fuel by avoiding overheat- 
ing. Simple, self-contained “Pack- 
aged” Unit complete with attractive 
modern Wall Thermostat, Electric 
Auto-Heat Top, Transformer, wiring 
and detailed instructions. Simple to 
install. 













“PACKAGED” 
CONTROL 


gcessories 


* 
2y 


THERMOSTATIC 
TEMPERATURE 
REGULATION 


2. OILIFTER 
Electric Auto-Heat 
Top Unit... 


Thermostatic Control PLUS Freedom from ie — 
Fuel Handling. Can be added to ANY 
Heater using A-P Manual Control. eps 


OILIFTER Control—Avoids fuel handling and 
fuel tank refilling—eliminates any need 
for fuel tank on heater. Mounted in 
place of the regular Manual Control, 
the OILIFTER draws fuel from remote 
bulk storage tank and meters it accu- * 
rately to burner for any desired heat. 

OILIFTER Electric Auto-Heat Top Unit—Com- 
plete with | Electric Auto- Heat Top, Wall 
Th T mer, wiring and 
instructions. Easy to install. Adds the 
last word in Automatic Heating Control. 

Free... 

Learn how to make more Sales and profit on 
Oil Burning Circulators. 

Get your FREE Copy of the new 1939 “‘A-P Album 
of Space Heater Selling.” 





% These Profitable Accessories are available to you 
direct from us, or from your Jobber or Manufacturer. 


AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY —SECOND sTRaecT 


MILWAUNEL WISCONSIN 
IH mMonut 


octurers of Oil Controls for all Oil Berning Appliances 


DEPENDABLE 








THE BYWORD FOR A-P CONTROLS 
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Fritz J. Frank Dies 


Fritz John Frank, president of 
The Iron Age, died on Dec. 8 at 
the Northern Westchester Hos- 
pital, Mt. Kisco, N. Y., after a 
short illness. He was 68 years of 





FRITZ J. FRANK 


age and is survived by his wife, 
Anna Raynor Frank, a_ brother 
and sister. 

Mr. Frank devoted a lifetime 
of hard work and high accom- 
plishment to the publishing busi- 
ness, the last 30 years of which 
were with The Iron Age, of 
which he was executive head at 
the time of his death. Active 
also in association work for the 
upbuilding of the publishing in- 
dustry and its service, he was an 
outstanding figure in The Asso- 





JOHN DUER 


John Duer, 62, treasurer and 
general manager of John Duer 
& Sons, Inc., Baltimore, Md.. 
wholesale hardware firm, passed 
away recently after an_ illness 
of several months. The business 
was founded by his grandfather 
over 100 years ago. 

Mr. Duer, through his mother, 
was a descendant of John Mar- 
shall, the first Chief Justice of 
the United States Supreme Court. 
His father was A. Adgate Duer, 
who died some years ago. The 
business, on the death of the 
first John Duer, was carried on 
by Douglas H. Duer until 1910. 

Born in the Green Spring Val- 
ley, John Duer received his edu- 
cation at two private schools of 
the Baltimore of 50 years ago. 
When still a youth he entered 


At 


) ciated Business Papers, Inc., and 
the president of that organization 
in 1923-24. 

Mr. Frank was born in Em- 
porium, Pa., and was graduated 
from Rollins College, Winter 
Park, Fla., with the degree of 
Bachelor of Arts in 1896. In 
1910, he came with The Iron 
4ge as advertising manager in 
| the New York territory, and in 
| 1911, was made secretary of the 
| David Williams Publishing Co., 
| the predecessor of The Iron Age 
| Publishing Co., and in 1918 was 
elected vice-president. In 1919 he 
| became president and occupied 
| 


that position to the time of his 
| death. 
| Mr. Frank was also executive 
| vice-president of The Chilton Co., 
| Inc., publishers of HARDWARE 
| AGE. 

He was a trustee of Rollins 

College and in 1935 received a 

Decoration of Honor from that 

institution for “a distinguished 

career in business and outstand- 
ing service to his alma mater.” 
| In addition to his many business 
| activities, he was an enthusiastic 
| sportsman with an international 
| reputation for his kennel of 
pointers and setters, among which 
were many champions. 

Fritz Frank will be long re- 
membered and loved by all who 
| knew him and especially by his 
| business associates and fellow 

workers to whom he endeared 

himself through a never-ceasing 
display of sterling qualities. 








business and con- 
it for the remainder 
He leaves his widow, 
and three brothers. 


the family 
tinued in 
of his life. 
five 


sisters, 


DR. JAMES H. GRAVELL 


Dr. James Harvey Gravell, 
president and founder of the 
American Chemical Paint 
Ambler, Pa., passed away Dec. 8. 
Dr. Gravell’s custom of sharing 
the profits of his business with 
his employees in the form of 
Christmas bonuses brought him 
national fame. He first became 
a national figure when he dis- 
tributed a bonus of $100,000 to 
his employees at Christmas, 1936. 
He founded his business and 
boosted it from a one-man or- 
ganization to its present size. 
His studies in economics and 
business management were recog- 





Co., 








nized five years ago when he 
received a Doctor of Science de- 
gree at the Pennsylvania Military 
College, of which he was a trus- 
tee. 


RALPH B. LEINBACH, SR. 


Ralph B. Leinbach, Sr., vice- 
president of the D. P. Harris 
Hdw. & Mfg. Co., New York 
City, passed away Dec. 15. He 
was 50 years old. A son, Ralph 
B., Jr., and a daughter survive. 


EDWARD F. RIDEL 


Edward F. Ridel, 64, a sales- 
man for the last 15 years for The 
Lake Erie Hardware Co., whole- 
sale concern of Cleveland, Ohio, 
passed away recently. Mr. Ridel 
was at one time a department 
manager of the old Leutkemeyer 
Hardware Co. His widow and 
two daughters survive. 


JOHN A. FIELD, SR. 


John A. Field, Sr., president of 
the Southern Hardware Co., 
wholesale concern of Charleston, 
W. Va., passed away Dec. 4. 
Mr. Field was long one of West 
Virginia’s business leaders. He 
was also president of the Thomas 
Field Wholesale Dry Goods Co. 
and vice-president of the A. W. 
Cox Department Stores. 











Col. R. J. E. Graham, whose 
passing was recorded in the Dec. 
14 issue of Harpware Ace. Col. 
Graham was president of Belle- 
ville-Sargent & Co., Ltd., Belle- 
ville, Ontario, Canada, manufac- 
turer of builders’ hardware. He 
met an untimely death in the 
plunge of an airplane. 








R. B. LOUDEN 


R. B. Louden, president of The 
Louden Machinery Co., Fairfield, 
Iowa, passed away recently. He 
was 82 years old, death result- 
ing from an injury to his hip. 
Mr. Louden, who was a member 
of the Harpware Ace Fifty-Year 
Club, was associated most of his 
life in the hardware and farm 
equipment field, with his brother, 
William. 

Following graduation from 
Parsons College, Fairfield, Iowa, 
Mr. Louden taught school and 





R. B. LOUDEN 


helped his father make hay car- 
riers during his vacations from 
school. From 1883 until 1886 he 
read law and then went to Kan- 
sas. He returned to Fairfield to 
devote all his time and energy 
to build up William Louden’s 
hay tool business. In 1889 he 
became permanently associated 
with his brother and in 1892 he 
became president of the com- 
pany, which position he held up 
to his death. 


PHINEAS GRIGGS 


Phineas W. Griggs, 85, pioneer 
Topeka, Kan., merchant, passed 
away Dec. 8, following an opera- 
tion. Mr. Griggs went to Topeka 
63 years ago and since has been 
associated with the educational, 
business, religious, and social life 
of that city. He was the first 
president of the Western Retail 
Implement and Hardware Deal- 
ers Association in 1889. He 
leaves his widow, and two sons. 


JOSEPH F. O’DONNELL 
Joseph F. O’Donnell, 48, paint 


manufacturer, passed away re- 
cently. For the past 26 years he 
was associated with Ault & 
Wiborg Co., Inc., Philadelphia, 
and was Philadelphia district 
manager for the company at the 
time of his death. His widow, 
a son, and three daughters sur- 
vive. 
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Wire Screen Cloth - Re- 
cently leading manufacturers of in- 
sect screen cloth put out revised 
prices on steel cloth, both painted 
and galvanized finish. with advances 
netting about 4 per cent over the 
schedules in effect previously. This 
change was erroneously reported as 
2 per cent in our November 30 is- 
sue. No further changes have been 
made in bronze or copper cloth, on 
which advances were put out in Sep- 
tember. The new quotations on 
steel cloth are effective immediately 
and are subject to change without 
notice. - 

Screen Doors, Screens—Ad- 
vances quoted Dec. 20 approximate 
5 per cent on the more popular 
screen door numbers and sizes and 
combination doors made by Conti- 
nental Screen Co., Detroit, Mich. 
Wood frame and metal frame ex- 
tension window screen prices have 
not been changed for the present, 
although advances on screens may 
be necessary later on. 


* * * 


Bolts and Nuts — Leading 
makers of bolts and nuts have re- 
affirmed prices for the first quar- 
ter of 1940, exept that discounts on 


very heavy nuts. for larger than 14» 
inch diameter bolts. are raised 
slightly more than 5 per cent. 
Bolt makers are still very busy, and 
are only now starting to gain a little 
on their heavy backlog accumula- 
tions of orders during the fall. 
* * * 

Poultry Netting, Etc—Some 
makers are advancing No. 19 and 
No. 20 gage poultry netting about 
5 per cent from the July basis of 
331% per cent to the retailer, to a 
new 30 per cent level. At the same 
time. animal-pen nettings. of 18 
gage and heavier. will be marked up 
to 271% per cent, from the currently 
prevailing 30 per cent discount. 

* & 

Hardware Cloth—On Dec. 
11 some makers of galvanized hard- 
ware cloth raised prices to whole- 
salers, about 2% per cent. but 
recommended no immediate change 
in the current resale basis to 
dealers, which is at 16 2/3 per cent 
discount, or a net of $3.33 per 100 
sq. ft. on the standard 2 by 2 mesh. 

* & * 

Bale Ties—Revised net price 
tables, governing single loop bale 
ties, were issued by American Steel 
& Wire Co., Cleveland, Ohio, on 
Dec. 11 with varied but slight 





ADVANCES 


Screen doors, combination doors—Brass ingots. 

Heavy nuts for larger than 134-in. diameter bolts. 

Wood screws in packages—19, 20-gage poultry netting. 
Some animal pen nettings—Some bale ties—Metal iath. 
Linseed oil—Raw shellac—Some paint brush lines. 
Competitively priced floor hinges—Mouse, rat traps. 
One make competitively priced ice skate outfits. 

One brand blacksmiths anvils—Cotton—Silk. 
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changes, averaging about two cents 
per bundle (of 250 ties). A com- 
plete range of gages (12 to 16% 
gage) and of lengths (71% to 1014" 
feet) is quoted at the higher net 
figures. 


* * * 


Metal Lath—FEffective Dec. 
15, leading makers of metal lath 
advanced prices 4% cent per sq. yd. 
for Zone A, with strip and corner 
lath raised a similar amount. There 
was no increase on pressed _ steel 
corner bead. 





ADVANCES 
EXPECTED 


Some makes of garden plows— 
Friction tape. 

Bathtubs, lavatories, etc.—Bath- 
room accessories. 

Some water heaters—Kraft liner 
board. 





Linseed Oil, Etc-—Paint dis- 
tributors have received notice of two 
very sharp advances on linseed oil, 
after a considerable period of price 
steadiness. A 2 cent per gallon 
mark-up on Dec. 15, was followed by 
a 7 cent increase on Dec. 18. It 
is understood that a seriously short 
flaxseed crop, both in the United 
States and in South America, is re- 


sponsible. 
* & # 


Raw Shellac—With incoming 
deliveries slow and uncertain on 
raw shellac from India. a 10 cent 
market advance on the bone-dry has 
occurred. This is almost certain to 
reflect itself in the domestic cut shel- 
lac market, when present contracts 
expire. 

* * * 

Paint Brushes — Some man- 

ufacturers’ price lists on _ paint 
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PRICES 
REAFFIRMED 


Bolts—Some nuts. 





brushes show prices averaging 15 
per cent higher than named in June. 
* * * 


Brass Ingots—Leading pro- 
ducers of brass ingots recently re- 
duced the price of red brass 34 of 
one cent per pound and _ yellow 
brass 14% of one cent per pound as 
the result of the one-half of one 
cent per pound drop in zinc two 
weeks previously and the easing of 
electrolytic copper prices in the 
outside or resale prices. 

* * x 

Floor Hinges—Prices on com- 
paratively priced floor hinges were 
recently advanced about 10 per cent 
by leading makers. 

* & * 

Mouse and Rat Traps—Prices 
were advanced about 5 per cent on 
Dec. 14 on mouse and rat traps. 

* * * 

Ice Skate Outfits—On Dec. 8 
one maker of a competitively priced 
line of ice-skate outfits advanced 
prices 5 cents per pair. 

* os - 

Garden Plows — Prices on 
some makes of garden plows will 


advance from 5 to 10 per cent as of 

Jan. 1, 1940, with better grade 

plows having the higher mark-ups. 
” * * 

Plumbing Lines — Distribu- 
tors are advised of an expected 
mark-up, after Jan. 1, 1940, on tubs 
and lavatories, estimated at 10 per 
cent, and on other plumbing enam- 
elware at about 714 per cent. Bath- 
room accessories, and some water 
heaters, are said to be also due for 
some early increase. 


eS @& @ 


Wood Screws—On Dec. 5, 
the Corbin Screw Corp., New Britain, 
Conn. issued new quotation sheets 
on screws, advancing the base dis- 
counts on leading sellers, in pack- 
ages, as follows: 

New Former 


Base Base 
Flat Head Bright (Steel 
BARE ic. cececcsnceces 4244% 47%% 
Round Head Blued 
CBteek TAs) cciccices 38% 43% 
Flat Head Cadmium 
Plated (Steel aaote) . 28% 34% 


Round Head Cadm 

Plated (Steel ——. 24% 30% 
Flat Head Hot Galvan- 

ized (Steel Lists)..... 21% 27% % 
Round Head Hot Gal- 

vanized (Steel Lists). 18% 25% 
Flat Head Brass (Brass 


BMD cvtncndusenietae 62%% 65% 
Round Head Brass 
(Brass Lists) ........ 60% 62144% 


New lists, per thousand, have 
been established for all wood 
screws furnished in bulk, and a 
separate and different schedule of 
discounts will apply to bulk pur- 
chases. 
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States Comprising Regions: 

New xy (Conn., Maine, Mass., N. H., 
t.) 

Middle Atlantic (N. N. Y., Pa.) 

East North Central di, Ind., Mich., Ohio, 


Wis.) 

West North Central (Iowa, Kan., Minn., 
Mo., Neb., . D. 

South Atlantic (Del., D. C., Fla., Ga., 
Md., N. C., 8. C., Va., Ww. Va.) 
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Sales Reported 





East South Central (Ala., Ky., Miss., 


Tenn.) 

West South Central (Ark., La., Okla., 
Texas) 

Mountain (Ariz., Colo., Idaho, Mont., Nev., 
N. Mex., Utah, Wyo.) 

Pacific (Calif., Ore., Wash.) 





China Bristles Situation 
Continues Unpredictable 


The bristle situation remains un- 
predictable although it is generally 
assumed that there is a sufficient 
supply. The difficulties center 
mainly about the availability of 
Chinese bristles to the American 
market due to the Chinese-Japa- 
nese war and the European con- 
flict both of which have had ad- 
verse affects on shipping. As 
American buyers become more fa- 
miliar with new regulations gov- 
erning shipping and as insurance 
rates tend to climb down from 
their sudden rise, this difficulty 
may remedy itself. 

But since the Japanese now con- 
trol some of the main bristle pro- 
ducing centers and markets of 
China, the Chinese, rather than 
trade under Japanese regulations 
and accept Japanese currency for 
their bristles, may prefer to with- 
hold their supply until the market 
becomes more favorable to them. 

These conditions, it is assumed, 
will be reflected in the price of 
brushes although an upward or 
downward trend cannot yet be pre- 
dicted. With bristles accounting 
for a large portion of the cost of 
manufacturing brushes, obviously 
an increase in the price of brushes 
may be brought about by a curtail- 
ment of the supply and by factors 
adversely interfering with the 
normal movement of bristles to 
this country. 





Friction Tape—Advances of 
1 cent per pound are expected, 
about the first of the year, on some 
makes of “rubber” friction tape. 
* & 


Blacksmiths’ Anvils—A _re- 
cent mark-up of about 5 per cent 
was reported on the Arm and Ham- 
mer brand _ blacksmiths’ anvils, 
made by Columbus Anvil & Forging 
Co., Columbus, Ohio. 


oe F @ 


Paper and Paper Board— 
Production on these lines has been 
running close to capacity in recent 
months, and November output con- 
tinued at a high level. The rise in 
production and demand has been 
accompanied by a strengthening of 
prices, due to shipping difficulties on 
pulp wood and pulp because of the 
war. Some increases have been re- 
ported, with the largest gains occur- 
ring in prices of paper which earlier 
in the year showed the greatest price 
weakness. Kraft liner board will be 
advanced $10 a ton on Jan. 1, but 
newsprint quotations have been re- 
affirmed for the first quarter. 

* & # 


Commodity Prices—Led by 
cotton and wheat, and by the farm 
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Announcement 
McLAUGHLIN GORMLEY KING COMPANY 


announces the appointment of 


ACME WHITE LEAD & COLOR WORKS 


as sole selling agents for 


EVER GREEN 


GARDEN SPRAY 


The merchandising of Ever Green by Acme'’s efficient sales organization 
and continued national advertising of Ever Green will increase your sales. 


e 
Please send your orders for Ever Green to: 


ACME WHITE LEAD & COLOR WORKS, Detroit, Michigan 


Orders for Multicide and Selocide should be sent to: 
McLAUGHLIN GORMLEY KING COMPANY, Minneapolis, Minn. 
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The Hardware Age Blackboard 


Of Wholesale Hardware Inventories 


By Geographic Regions, for October, 1939 


COMPILED BY THE 


as ENGLAND 
MIDDLE ATLANTI( 
EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTK 
EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL 
MOUNTAIN 
PACIFIC 


UNITED STATES, TOTAL 


+Stock-Sales ratios are percentages obtained by dividing the cost value of stocks by 


sales for an identical group of firms. 


product group in general, the com- 
modity indexes showed this month 
their first sustained gain since mid- 
October. On Dec. 15, cotton closed 
at 11 cents per pound, about $9.70 
per bale above the Nov. 1 level. 
Silk has sold recently at a new high 
since 1924. The leading metals are 
unchanged since last reports, but 
with copper and lead showing sub- 
stantially more strength than zinc 
and tin. On Dec. 9, in London, the 
International Tin Committee raised 
the export quota for the first quarter 
of 1940 to 120 per cent of standard 
tonnages, and the British Ministry 
of Supply removed all maximum 
price restrictions on tin, both in- 
tended to restore freedom of supply 
and pricing throughout world mar- 
kets. 
* * * 

Building Contracts — Expan- 
private residential and 
manufacturing building largely off- 
set a drop in federal construction in 
November, as reported by the F. W. 
Dodge Corp., New York City. The 
dollar volume of construction con- 
tracts awarded in November in 37 
states east of the Rocky Mountains 
totaled $299,847,000. within one per 
cent of the November, 1938. figure 
and 15 per cent larger than in 
October this year. 


sion in 


* * * 


Tool Sales—Many wholesal- 
ers report lively sales of tools for 
gifts this year, both those individ- 
ually Christmas packed, and tools in 
completely equipped chests or cabi- 
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4,529 
3,550 
3,689 
1,092 


8,736 





nets. Machine tools are gaining 
monthly in sales, due to the speeded 
rate of operations and demand from 
motor and airplane makers, and 
from industries in general. Novem- 
ber sales of machine tools 
almost 75 per cent ahead of the rate 
of last January. 


were 


* * * 


Window Glass — Production 
of window glass during November 
amounted to 1,142,570 boxes, or 
70% per cent of capacity, against 





882,595 boxes, or 54.4 per cent of 
capacity, in the 1938 month, the 
Plate Glass Manufacturers of Amer- 
ica announced recently. For the first 
eleven months. production totaled 
9,588,569 boxes or 53.6 per cent of 
capacity. In the same 1938 period, 
output was 5,627,006 boxes, or 3144 
per cent of capacity. 


* * * 


Paint Sales Gain—Since the 
beginning of September. to and in- 
cluding Dec. 19, gross sales of Sher- 
win-Williams Co., Cleveland, Ohio, 
have been about 19 per cent ahead 
of the corresponding period of last 


year. 
* * * 


Toy Lines—The U. S. Com- 
merce Department reported Dec. 10 
that 98 per cent of the toys bought 
in the United States this year would 
be American made. Dependent al- 
most entirely, and by welcome 
choice, upon American manufac- 
turers for supplies, toy buyers in 
stores large and small have found 
very flexible and prompt service 
rendered by most concerns. Neither 
shortages nor overstocks seem to 
have been serious, except that an 
unexpectedly heavy call for train 
sets brought early sell-outs, many of 
which could not be refilled in time. 
The call also has been unusually 
good for card games, and for a 
large variety of indoor games, many 
of which are new this season. Table 
tennis and badminton sets have 
moved out better than last season. 
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Ok Wholesale Hardware Accounts Receivable Outitandings and Collections 
By Geographic Regions, for October, 1939 
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8,888 


54,143 47,895 


*Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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WHERE QUALITY COUNTS/ 


\ 
i-MYERSS 
QUALITY 
pUMP LEATHERs 


Myers Quality Leathers, available in all standard sizes, stand up so well in 
service that they have become the standard for service in the pump world. 

Made of selected tanned body stock—no belly, leg or neck sections used— 
treated and sized by special Myers process—formed with the Hair Side Out— 
they retain their pliability and durability for many years of satisfactory use. 

You can conscientiously recommend Myers Leathers to your customers as 
superior to cheap, undersize, low price leathers. And equally important, your 
profit margin is greater. 

Ask us about Myers Leathers. 


nz FL. E.MYERS & BRO.cS. 


ASHLAND, OHIO. 























Show Customers How They Roll 


Demonstrate “ACME” Ball Bearing Casters,—show 
how smoothly “ACMES” roll in any direction. Then 
let the customer try it and,—a sale is made. Dealers 
everywhere use this method to sell more “ACMES.” 


Gs Ww 


Oli 
THE COUNTER 


BALL BEARING — 


The ball bearing feature of “ACME” Casters makes 
moving furniture a pleasure on floors, rugs and carpets. 
Heavy furniture moves with ease. Here is the modern 
caster that appeals to every housewife who takes pride 
in her home. Demonstrate “ACMES” and increase 
your caster sales. 


THE ScHATzZ MANUFACTURING Co. 
era oe OR ON PALM OF YOUR HAND 
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New Housefurnishing Items Many of Which 


“Dutch Oven” Gas Ranges 


Cook with retained heat and auto- 
matically turn off their own gas and 
keep on cooking. Also available with 





manual oven shut-off. Oven is insulated 
with thick glass wool on six sides. Pat- 
ented, spring-seal oven door seals door 
tight when closed. Burners are auto- 
matic lighting. Dutch cooker well is 
said to cook one hour on 10 minutes of 
gas. Globe Stove & Range Co., Koko- 
mo, Ind. 





“Simplex” Ironette 


This 1940 model has chromium-plated 
shoe; double open end, jute-backed, 21- 
in. padded roll; G. E. capacitator 
motor; thermostatic heat control; heat 





so 





switch; uniform contact of roll and 
shoe; noiseless operation; pilot light; 
pressing switch on front of head; foot 
press control. Table is 16-gage pressed 
steel, reinforced. Entire ironer is fin- 
ished in white “hi-bake” enamel. Amer- 
ican Ironing Machine Co., Algonquin, 
Il. 


“Everhot” Electric Roaster 


By turning a knob on the body, di- 
rectly opposite from the temperature 
control knob, the cover may be opened 
and closed. Model No. 800 has 18-qt. 
capacity. Choice of utensils in glass- 
bake, aluminum or vitreous enamel is 





offered. Cabinet is sold extra, and fea- 
tures a means inside the door to hold 
broiler, thus conserving full shelf space 
for equipment or other appliances. The 
Swartzbaugh Mfg. Co., Toledo, Ohio. 





Home Surface Service Kit 


The Fuller Finish Co., 612 N. Michi- 
gan Ave., Chicago, Ill, offers the 
“HyGlo” home surface service featuring 





“HyGlo” finish, a liquid plastic. The kit 
contains complete materials for refin- 
ishing, protecting, and beautifying all 
non-porous surfaces in the home such 
as woodwork, floors, furniture, linoleum, 
tile, toys, metal, etc. Package is printed 
in full colors, varnished and die-cut to 
serve as counter display. 





Wall, Woodwork Cleaner 


“Mystic Zip” for cleaning enameled 
or painted walls, woodwork, etc. Comes 
ready to use. Applied with dampened 
cloth and by wiping surface of walls. 
The Mystic Foam Corp., 6607 Carnegie 
Ave., Cleveland, Ohio. 
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for Retail Hardware Stores 


Waffle Iron 


Has full %-in. cast aluminum grids 
with overflow ring; fully visible heat 
indicator; six-foot cord set. Finish is 





lustrous chrome. Handles in choice of 
red, yellow or ivory Catalin. Packed .in 
individual cartons, six to a shipping 
case. Superior Electric Products Corp., 
Cape Girardeau, Mo. 





Norge Refrigerators 


More usable and accessible food stor- 
age space—14.14 per cent more in some 
models—has been built into the 1940 





Norge “Rollator” refrigerators. This 
extra interior space is achieved without 
increase in exterior dimensions. In ex- 
terior design, the new models retain 
their simple lines, while the exterior 
surfaces have been made _ perfectly 
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Are Being Exhibited at the Chicago Shows 


plain. Cabinet door has been made 
longer, wider, and thicker with added 
insulation. Most models have a new 
louvered grill base in chromium and 
black. The 1940 Norge is presented in 
four serics, the “Royal Monogram 
Supreme”, “Royal Monogram Deluxe”, 
“Royal Monogram”, and “Royal Vi- 
king.” There are three models in the 
“Supreme” series, with rated capacities 
of eight, six, and five cubic fcet; three 
like-capacity models in the “Deluxe” 
series; two in the “Monogram”, a six 
and a five, and four in the “Viking” 
series, two sixes, a four, and a three. 
Norge claims 42 new improvements and 
refinements for its 1940 line. Norge 
Division, Borg-Warner Corp., Detroit, 
Mich. 
























Chopping and Mincing Knife 


“Shuredge”—sturdy blade is built of 
carbon steel and is chromium plated. 
Tang runs full length of handle with 





three large tubular style rivets securely 
holding the handfitted, comfortable red- 
wood handle. During the month of 
January it carries a special retail sell- 
ing price of 89 cents with special deal- 
er’s cost of $6.00 per dozen. Robeson 
Cutlery Co., Inc., Perry, N. Y. 








Oil Control Units 


New developments in oil control units 
for circulating heaters have been an- 
nounced by the Automatic Products 
Co., 2450 N. 32nd St., Milwaukee, Wis. 
The A-P “Oilifter” control is a single, 
self-contained unit, comprising a motor- 
driven pump and a constant level oil 
control. Drawing oil through a single 
one-quarter inch copper tube, tanks can 
be located several hundred feet away 
from the burner. Will also pump fuel 
to height of 35 ft. Adding thermostatic 
temperature control to the “Oilifter,” the 
new “Oilifter” electric auto-heat unit 
consists of an electric auto-heat top, an 
attractive wall thermostat, a transformer, 


wiring, and complete installation in- 
struction. This new unit plus the 
“Oilifter,’ make circulating heaters 
automatic in every respect, according 
to the manufacturer. As a new conveni- 
ence and economy to owners of oil- 
burning circulators, there is the A-P 
electric auto-heat top unit, which is also 
available in packaged form, including 
wall thermostat, electric ‘auto-heat top, 
transformer, and wiring. It has been 
designed to fit any A-P Model 240 DR 
or IR constant level control. Maker 
states this unit will accurately control 
room temperatures with a variation of 
only two degrees from thermostatic set- 
ting. 






“Princess” Range 


No. 4016—coal and wood. Has large 
heavy main top 23 in. deep by 36% in. 
long. Height cooking top is 31 in. Fire 
box is 7 in. wide, 16 in. long, with coal 
lining in place. Has heavy three-section 
fire back and duplex grates. Oven is 
16 in. wide, 18 in. deep, 11 in. high 
with non-tilt oven rack slide. Large in- 
sulated flues around oven to assure 
quick and uniform oven heat. May be 
furnished with or without large enam- 








eled reservoir, four-pipe quick heat 
water coil, enameled oven, wood fire 
box extension and utensil compartment 
under oven. Allen Mfg. Co., Nashville, 
Tenn. 


Table Service 


This 26-piece table service consists of 
six each table knives, table forks, soup 
spoons, one butter knife and one sugar 
shell. Has “Marbalon” handles in gay 
fiesta and soft pastel colors; new white 
holsters made of acetate. Table knife 





blades of stainless steel, fully ground, 
mirror finish. Other items are of 18/8 
stainless steel having a lustrous silvery 
white color. The Sta-Brite Products 
Corp., New Haven, Conn. : 


Double Automatic Toaster 


New design-in gleaming chromium 
and black Bakelite. Has toast color con- 
trol feature and also offers a selection 
of the crispness of toast, ranging from 
regular soft toast to the crisp Melba 
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toast. Has signal bell. Toast glides up 
silently when “feather touch” button is 
tripped. Proctor Electric Co., Philadel- 
phia, Pa. 


Rust and Stain Remover 
Tile Cement 


Rust and stain remover is said to re- 
move rust streaks and heavy yellow 
stains from all enamel, porcelain, tile, 
and metal surfaces; burns and stains on 
gas ranges and refrigerators. Put up in 
14-0z. cans and larger containers. Tile 
cement mends china, glass, pottery, 
etc.; sets stone, marble, metal, glass, 
brick, etc., and repairs pipe joints, fire- 
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places, stoves, furnaces. Put up in pack- 
ages ranging in quantity from one-half- 
pound to 100 lbs. The Economy Plum- 
ber Co., 39 Lispenard St., New York 
City. 


Dog Bed 


“Puppybunk”—frame is of lustrous 
chromium. Bed is raised off floor. Has 
washable cushion filled with cedar shav- 
ings, removable canvas sidewall, com- 
fortable spring suspension. Slide fast- 
ener permits changing filling. Furnished 
in 24-in. and 26-in. sizes. Colors are 
green or rust. The Andrew B. Hendryx 
Co., New Haven, Conn. 








Crosley “efrigerators 


Thirteen vn dels in five series com- 
prise the 1940 Crosley “Shelvador” elec- 
tric refrigerators. One of the features 
is the incoporation of the “Freezercold” 
feature in all “Shelvador” refrigerators 
with the exception of one table top 
model. The “Cold Drawer” is located 
right under that unit. All models are 
equipped with 18-point temperature 
control and one model has seven zones 
of refrigeration. Cube trays are of the 








quick release type. Cabinets have 
smooth satin finish, and are of one-piece 
electrically welded 20-gage steel, her- 
metically sealed. The Crosley Corp., 
Cincinnati, Ohio. 


“Counselor” Scales 


The Brearley Co., Rockford, Ill., in- 
troduces three new scales: Model 1000L 
with an illuminated dial. Magnifying 
lens. Finished in enamel. Weighing ca- 
pacity, 300 Ibs. Model 300L with elec- 
tric dial light. Finished in baked 





enamel, chrome trim and air-flow de- 
sign. Weighing capacity, 250 lbs. Model 
101 has large platform, easy-to-read, 
quick stopping dial, baked enamel fin- 
ish. Weighing capacity, 250 lbs. All 
three models have Zerostat control, 
Twin-Flex springs, and come in ivory, 
green, white, orchid, blue, and black. 
Wire display in silver finish is equipped 
to hold price tickets opposite scale. 
Free with initial order of only one of 
each of models. 
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Shade Floor Rack 


This No. 50 Clopay shade rack is con- 
structed of extra-heavy corrugated board 
with walnut woodgrain, reinforced with 
metal. Holds approximately 300 shades. 
Up-right standards for displaying shades 
hung as at a window can be placed 





either in the center or to the back of 
rack. These will display six shades on 
each side. Overall size of rack is 1742 
in. by 27% in. Clopay Corp., Cincin- 
nati, Ohio. 


“Tat” Products for 1940 


Roach powder combination and flea 
powder combination. Former includes 
filled rubber applicator with single 
opening spout, and refill. Maker states 
powder attracts and destroys roathes. 





The flea powder combination includes 
a filled rubber applicator with small 
openings in spout, and refill. Enables 
dusting entire pet, and forcing powder 
down to skin. Soilicide Laboratories, 8 
Laurel Place, Upper Montclair, N. J. 
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Dust Pan 


The Patent Novelty Co., Fulton, Ill., 


is now offering a heavy one-piece dust 


pan as illustrated. This has been added 





to its line to make it more complete. 
Available in black, green, or ivory. 


Portable Electric Ironer 


“Do-All”—by plugging in the cord, 
this ironer is ready for ironing. Handles 
entire family wash. Has finger-tip con- 





trol—one automatic, centralized control 
for all operations. Ironer shoe has auto- 
matic thermostatic temperature control 
with combined on-and-off switch. Start- 
ing and stopping is instantaneous with 
automatic hand lever. Horton Mfg. Co., 
Fort Wayne, Ind. 


Stainless Steel Cooker 

The Vischer Products Co., Merchan- 
dise Mart, Chicago, Il., is introducing 
its “Flex-Seal” pressure cooker in 
stainless steel, in a two-quart size. 















No. 19341 Off-White 
JUDD Thimble Rod 


Wherever Judd Thimble Rod 
goes on display, value-wise 
women snap it up. Two powerful 
points of superiority sell this rod 
2 to 1 over other types: first, 
there’s the built-in thimble, that 
just won’t snag, even on starched 
and sheer headings; second, 
there’s the smart new off-white 
finish, that fits in attractively 


with any decorative scheme. 


Don’t miss this bet for profits. 
Ask your jobber about Judd 
Thimble Rods No. 19341, 19201M, 
and other Judd assets to your 
drapery fixture section. Hand- 
some counter displays free with 


many items. Write for details. 


pninnr 


H. L. JUDD COMPANY 


INCORPORATED 
WALLINGFORD, CONNECTICUT 


NEW YORK CITY OFFICES AND SALESROOM 
87 CHAMBERS STREET 







Hammered Iron Ware 
The Griswold Mfg. Co., Erie, Pa., is 


featuring its “Easy-Lift” hammered iron 
ware with interchangeable self-basting 
hinged covers, hand-fitting handles, and 


“Easy-Lift” finger grips. Shown here 
are the size eight hammered iron skillet 
and the hammered iron dutch oven. 
These utensils are furnished in black, 
silverlike, and chrome finishes. Com- 
plete line consists of 12 different items. 


Radiant Gas Heater 


Maker states this heater combines 
quick warmth and cheerful glow of the 
conventional radiant heater with the 
safety and cleanliness of regular vented 
heaters. Flame and radiants are sealed 








in a gas tight combustion chamber said 
to prevent the products of combustion 
from entering the room. This model is 
made in two sizes, 30,000 and 40,000 
BTU imput. Finish is brown porcelain 
enamel. Tennessee Enamel Mfg. Co., 
Nashville, Tenn. 


Door Chime 


Early American, Town Crier design 
has old pine finish with a silhouette 
of a New England Town Crier; rich 
polished brass tubes. Overall size is 
43%-in. high, 814-in. wide, and 2%-in. 





deep. Made in a two-entrance model 
and a single entrance model. Edwards 


& Co., Inc., Norwalk, Conn. 





Venetian Blind Duster 


No. 49 this four-finger white yard 
Venetian Blind duster has a removable 
pad and a 42-inch. O-Cedar handle at- 


tached. Packed 12 to a case. O-Cedar 
Corp., 4501 S. Western Ave., Chicago, 
Ill. 


Log-Grate 





Made of cast iron. Will clear 4% in. 
log-supports. Width is 24 in., depth 14 
in., weight 37 lbs. Chas. A. Lieber, 3868 
Russell Blvd., St. Louis, Mo. 


ft 


Two-Cup Coffee Maker 


This two-cup stainless steel drip coffee 
maker is a three-piece unit with Bake- 





lite handle and knob. Stainless Steel 
Products Co., La Grange, Ill. 





Waffle Iron 


“White Cross”’—made in automatic 
and non-automatic models, with and 
without batter groove. Finished in 





chrome throughout. Designs appear on 
cover and also on handles. National 
Stamping & Electric Works, 3212-50 
West Lake St., Chicago, Ill. 





“Boss” Oil Range 


No. 09-B-W—five-burner oil range, 
newly designed. Has two oven burners; 
a rear metal oil tank supplies fuel for 
the cooking burners. An easy-to-reach, 
one-gallon glass tank is placed in the 
utility compartment to supply the oven 
burners. Range is equipped with porce- 
lain oven top. Also made as No. 
08-B-W, having two burners under the 
cooking top. The Huenefeld Co., Cin- 
cinnati, Ohio. 
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Cast Balanced Range 


The Gray & Dudley Co., Nashville, 
Tenn., is introducing its new “George 
Washington” cast range, styled in por- 
celain enamel finish with ebony trim 














and made of extra-heavy cast iron 
throughout to insure long life. An extra 
wide lift pouch plate, extending the 
full length of the key plate, provides 


an unique arrangement of the full 
length fire box. This is said to result in 
easier firing, especially for wood. Other 
features are duplex grates, a_trisec- 
tional fire back, oversize flues, an eight- 
gallon copper reservoir with tip-up 
faucet, and an “L” water front, straight 
water front, or a six copper pipe 
“Pacific” water coil. Cooking top is 
26 by 42 in. and is equipped with two 
solid covers, and extra heavy lift pouch 
plate, three sectional key plates, one 
sectional reducing, cover, one non-burn 
cover, and a hot blast short center. By 
raising the lift pouch plate, broiling 
on a charcoal fire is permitted. A wide 
buffet shelf, a warming closet, or a low 
back guard is optional. Extra drawers 
can be constructed in the base at a 
slight additional cost. 





Upholstery Nail Assortment 


This “Fast Color” upholstery nail as- 
sortment contains two 10-cent retail 
boxes each of the following 10 colors: 
blue, black, brown, drab, dark green, 
light green, maroon, tan, red and white. 
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Assortment is attractively packaged for 


display. Top of carton folds back. 
Hampden Mfg. Co., Inc., Plainfield, 
N. J. 

“Dri-Kleen” 


The National Solvent Corp., 3751 Jen- 
nings Rd., Cleveland, Ohio, announced 
“Dri-Kleen,” a home dry cleaning fluid 
which may be used for cleaning almost 
everything around the home including 





garments, drapes, lamp shades, rugs, 


upholstery, ties, etc. 





“Bake-King” Tinware 


The Chicago Metallic Mfg. Co., Chi- 
cago, Ill., is offering “Bake-King” Ware, 
a household tin ware with an attractive 





hand-hammered appearance, created and 
styled for economy, better baking, and 
eye-appeal. 


Stainless Steel Ware 











Stainless Steel, Inc., Kewaskum, Wis., 
is featuring a new “Bride Set” in Pur- 
ity Brand, fabricated from Armco stain- 
less steel. 





7 BASSICK 
DISPLAY THAT 


SELLS Qualily 


CASTERS! 
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35 Sets of Casters, 
Slides and Sockets. 


DIAMOND DART 
FULL FLOATING 
BALL BEARING CASTERS 


_ The finest household casters 
thet have ever been availa- 
ble at economical prices. 
Three sizes, 1%", 1%" and 2" 
diam. wheels. Pee 


DETACHABLE METAL. 


bed legs with the same size 
holes as those on back of 
display block. 





“DIAMOND DART BALL BEARIN 
_ PLATE CASTERS 
; Especially adapted for 
cabinets, trunks and 


eral utility purposes. Two 
; Buty 1%" and 114" dicm- 


ea 











THE BASSICK COMPANY 






Bridgeport 


Va 






MITE CORI 


BELLEVILLE 






Complete with samples, metal bade 
socket gauge, catalog and dis- 4 
ay card, is given to you at no 






THE QUALITY GROUP 


Pa ek 


BED CASTER SOCKETS 
‘Six sizes...Made to fitin metal 


Connecticut 





























sipoe REFLECTING 
HOUSE NUMBERS 





Priced to Sell 
For $299 and $300 
AN “ALL-SEASON” ARTICLE 
of attractive design, durably built for 
long life and may be retailed at the 
following prices: 
With numerals one side only . .$2.00 ea. 
With numerals both sides. ... 3.00 ea. 
The 3” reflecting units are visible up 
to 300 feet at night; the numerals, of 
sharp silver with white border, are 
readable at 150 feet. 
CATAPHOTE House Number 
frames are of heavy, rust-resisting steel, 
finished in high grade baked enamel. 
Not affected by atmospheric conditions 
or salt air. 
Width at top 12”, height assembled 24”. 


Nominal Original Investment 


Economical Stock Upkeep 


SEND FOR TRADE PRICES 
AND LITERATURE 


Western Cataphote Corp. 


Toledo, Ohio, U.S. A. 









DID you 
EVER STOP 
ANDO THINK 






that the Farm Boy 

who buys Victor Traps 

in your store today 

will be a prosperous 
farmer-customer in 

a few years— 

buying everything from 
binder twine to tractors, 

or an electric refrigerator, 

or a half mile of wire fence? 
The merchant who sells Victor 


Traps makes young friends who 
become life-long customers. 


ANIMAL TRAP COMPANY OF AMERICA - LITITZ, PA. 


s to tel 


yaay 


OneIDR VICTORS 


The TRAPS that tranmnerts kn 
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Coffee Mill 
Holds 1% lbs. of bean coffee and 


shows at all time amount on hand. 
Grind regulator enables user to select 





one of 16 grinds, by a simple turn. 
Comes with graduated receiving glass. 
Height is 12 in., base, diameter, 5 in. 
Motor is 1.6 amperes, A.C. or D.C. 
Chromium finish. Also available in other 
finishes and designs. Kichenaid Divi- 
sion, The Hobart Mfg. Co., Troy, Ohio. 


“One Minute” Washer 


Model 448—has leverless aluminum 
wringer with enclosed wringer post and 
complete control from top bar. This 
bar applies exact wringing pressure, 
starts rolls in motion, automatically 
locks wringer in position and actuates 
drain board to wringing position. In 
vertical position, it releases pressure 
and stops both rolis, which are 2%4-in. 











balloon rolls of white rubber, which 
remain firm and pliable on shaft. Tub 
is 14 by 23 in. Motor is one-quarter 
h.p., Westinghouse, rubber mounted on 
full floating power. Also available with 
Briggs & Stratton gasoline motor. One 
Minute Washer Co., Kellogg, Iowa. 





Clothes Dryer 


HW1229, shown here in folded posi- 
tion. Provides approximately 50 feet 
of clothes line space, and requires a 





floor space of only about two feet 
square. It is all metal and maker states 
it will not mark, tear, or snag clothes. 
Finished with a permanent plating. 
Hinges and locking arrangement have 
been redesigned to make the dryer 
easier to handle and more rigid in its 
use. Union Steel Preducts Co., Albion, 
Mich. 


Gas Range 

A-B Stoves, Inc., Battle Creek, Mich., 
is offering a new gas range, No. 7000, 
which is a fully equipped range with 
heat control, well-insulated oven, pull 











out broiler, and automatically lighted 
top burners. One of the top burners is 
a giant burner. 
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“Savoil” Ranges 


~ This No. 500 range is a new addition 
to the “Savoil” table top line for 1940. 
Range has two active burners and two 
auxiliary simmering burners on the 
cook top, and a small oven is built in 
the center of the stove directly below 
the auxiliary cook top burners. This 
stove is porcelain enameled throughout 
with the exception of the ends which 
are finished in white lacquer. Two con- 











cealed oil tanks are provided, one for 
cook top burners and one for oven 
burners. Catalog illustrating complete 
line is available. United Stove Co., 
Ypsilanti, Mich. 


Chrome Plated Chicken Fryers 


Constructed of quality rolled steel 
and heavily plated—permanently lus- 
trous chromium finish. Cleans easily 
and quickly. Has high dome self-bast- 
ing covers to preserve natuyal food 
flavors and vitamins. Knobs are of Bake- 
lite. Large size fgyer has double-pouring 
lips. Handles are of Bakelite and in 





trigger-grip design. Also new are a line 
of chrome-plated skillets. Steel Mate- 
rials Corp., 17260 Gable Ave., Detroit, 
Mich. 


“Handyhot” Electric Irons 


Three models—Deluxe and Standard 
automatic, and heat indicator type. De- 
luxe has finger-tip control level provid- 
ing complete “off” position; weighs ap- 
proximately 444 lbs., and has extra large 
ironing surface. Standard provides com- 
plete range of controlled heats from an 
entirely “off” position to high heat. 
Heat selector lever operates over dial 
with all fabric markings for proper iron- 
ing temperature. Has large beveled 
soleplate for easy ironing in pleats, etc. 
Weighs 4% lbs. The third model has 
a heat indicator dial to show when iron 
is at proper heat for different fabrics. 
It is full household size. All three 








models have handles with integral thumb 
rest. Chicago Electric Mfg. Co., 6333 
W. 65th St., Chicago, Ill. 


Polishing Mitts 


Schroeder & Tremayne, Inc., St. 
Louis, Mo., announce a “Majestic” pol- 
ishing mitt and the “Wonder Hand.” 
The former is made of selected im- 
ported sheepskin, process tanned to 


withstand hard service. Can be washed. 
Has elastic wristband. The “Wonder 
Hand” is made of combed sheepskin, 
process tanned to withstand water. Said 
not to hold sand, gravel, or grit. Prima- 
rily designed for washing and cleaning 
cars. Each hand comes wrapped in 
Cellophane. 


“Trigger” Tea Kettle 


Convenient trigger in handle lifts the 
spout cap when filling or pouring. Ket- 
tle sings when water starts to boil. Ca- 
pacity is 2% quarts. Bakelite handle, 
molded to fit the hand. Available in 
polished aluminum, spun aluminum, and 
chromium-plated solid copper. West 
Bend Aluminum Co., West Bend, Wis. 
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POULTRY NETTING* 


a* THE STRAIGHT-LINE NETTING 
WITH THE GRADUATED MESH 


4 FABRICS IN I 


NOW —a new U. S Poultry Netting 
chat provides poultry-proof protection 
at lowest cost. Combines FOUR fab- 
rics in ONE. Chick-tight at bottom; 
poultry-tight all the way up. Six lower 
spaces gnly 5/8-inch; next six spaces, 
l-inch; next six spaces, | 3/4-inches; 
remainder, 2-inches. 


Made with straight, parallel line 
wires joined by famous lock-twist. Rolls 
out flat, cuts easily and without waste, 
stretches perfectly, requires no top- 
rail or baseboard. Ideal for building 
poultry runs. Copper-bearing steel 
wire. Galvanized before or after weav- 
ing. Standard widths: 24, 36, 48, 60 
and 72 inches. 


Produced by the makers of U.S. STRAITLOK, 
the original straight-line poultry netting, and 
U. S. HEXLOK, the improved hexagon netting. 
Ask your jobber or write direct! 


INDIANA 


STEEL & WIRE CO. 


MUNCIE INDIANA 



















LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 











Have you tested the ARMSTRONG 
Vanadium Super Quality Socket 
Wrenches featuring the pateuted 
ARMSTRONG DRIVELOCK? This 
exclusive Armstrong feature locks 
socket to driver, driver to exten- 
sion, extension to handle—heads 


to use around moving machinery. 
Parts are quickly and easily de- 
tachable, 





ARMSTRONG 












The Socket Wrench 
with the DRIVELOCK! 


ositively will not knock off, 
hese are the only safe wrenches 


“The Tool Holder People” 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 








ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chieago, U.S.A. 





Stove Industry Plans for 1940 


(Continued from page 32) 


W. H. Meserole, Distribution Cost 
Section, U. S. Department of Com- 
merce, Washington, D. C., pointed 
out in his talk on “Distribution Cost 
Accounting” that distribution cost 
accounting is a system of analysis 
serving as a means of illumination. 
It is going to be one of the tools 
for shaping manufacturers’ plans 
and as a means for justifying 
actions. He listed seven functional 
groups of expense and seven differ- 
ent service units as avenues of their 
distribution. Mr. Meserole recom- 
mended that all manufacturers in- 
terested in the subject secure a copy 
of the booklet on this subject re- 
cently published by the department 
entitled “Distribution Cost Account- 
ing for Wholesaling.” 

Manufacturing and accounting 
subjects held the spotlight during 
the Friday afternoon session with 
E. K. Priest, general manager, The 
Floyd Wells Co., Royersford, Pa., 
presiding. 

Harold K. Ferguson, president, 
The H. K. Ferguson Co., Cleveland, 
Ohio, outlined the procedure in 
developing plant layouts that will 
reduce unit production costs. The 
first step is to develop a list of 
usable machinery now in the plant, 
then determine the requirements to 
develop the desired plant capacity, 
and finally prepare an ideal equip- 
ment layout. 

R. E. Sterbenz, manager, produc- 
tion department, Florence Stove Co., 
Kankakee, IIl., outlined the produc- 
tion control system used by his com- 
pany and illustrated each step with 
actual forms now in use. The entire 
system is handled by a very small 
clerical force and enables them to 
know how production schedules are 
proceeding instantly. 

C. P. Kumler, sales engineer, 
Matthews Conveyer Co., Ellwood 
City, Pa., described various types of 
conveyors and showed their applica- 
tion in the stove industry. He 
stressed the importance of time and 
the necessity of even flow of produc- 
tion and the part conveyors played 
in accomplishing this. 

The Oil Division of the Institute 
met Wednesday morning with A. T. 
Atwill, president, Quaker Manufac- 
turing Co., Chicago, IIl., presiding. 
Standards of competitive practice 
were recommended by the executive 
committee and report was presented 
by Albert M. Kahn, vice-president, 
The Estate Stove Company, Hamil- 
ton, Ohio. Some of the competitive 
standards considered were guaran- 
tees, datings, cash discounts, an- 


ticipation discounts, advertising al- 
lowances, and charges for sales 
promotional literature. Newly elected 
members of the executive committee 
of the Oil Division of the Institute 
were T. M. Sourbeck, American 
Stove Co., Lorain Division; R. M. 
Johnson, Automatic Products Co.; 
Sheldon Coleman, Coleman Lamp 
and Stove Co.; A. M. Kahn, The 
Estate Stove Co.; R. B. Evans, Evans 
Products Co.; R. L. Fowler, Flor- 
ence Stove Co., and A. T. Atwill, 
Quaker Mfg. Co. The group voted 
to hold semi-annual meetings in the 
future. Manufacturers look forward 
to slightly better business in 1940 
with some increases in production 
costs and some slight increases in 
selling prices as the year progresses. 

Friday night the convention came 
to a close with the annual banquet 
at which Lucian Kahn, treasurer, 
The Estate Stove Co., acted as toast- 
master in his most genial manner. 
C. T. Burg, general sales manager, 
Iron Fireman Mfg. Co., Cleveland, 
Ohio, and James Garfield Stewart, 
Mayor of Cincinnati, were after- 
dinner speakers. A program of 
music and entertainment followed 
the banquet. 

The Institute adopted a resolution 
declaring opposition to any action 
on the part of American Govern- 
ment or business which might lead 
to this country’s entanglement in the 
European war. President Alden P. 
Chester was reelected; R. B. Hurt, 
Hardwick Stove Co., Cleveland, 
Tenn., was elected vice-president, 
and E. K. Priest, The Floyd Wells 
Co., Royersford, Pa., secretary. 
Boards of Trustees for 1940 were: 
Central West—E. A. Lindemann, 
A. J. Lindemann & Hoverson Co.; 
B. A. Nagelvoort, Renown Stove 
Co.; Alden P. Chester, Globe-Amer- 
ican Corp.; and Garvin W. Brown, 
Indianapolis Stove Co. South—Cliff 
Ackersen, Agricola Furnace Co.; 
A. F. Selman, Rome Stove and 
Range Co.; D. W. Binns, Phillips 
& Buttorff Mfg. Co., and E. P. 
Jacobs, Jacobs Mfg. Co. East—E. 
K. Priest, The Floyd Wells Co. 
Trustees for the New England and 
Pacific Coast districts will be elected 
later. By-laws were amended so that 
associate memberships are available 
to supply houses and manufacturers 
of accessory materials. 

Samuel Dunckel, managing direc- 
tor of the Institute announced that 
group meetings of the several divi- 
sions are planned in the early part 
of June 1940 in Cincinnati, Ohio. 
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Supplymen Discuss Special Service Costs 


(Continued from page 34) 


land, Ohio, reported on activities of 
the Manufacturers’ Distributor Re- 
lations Committee and pointed out 
that many of the subjects now under 
consideration must be worked out 
over a period of years and as this is 
done real progress can be seen. He 
cited the definitions of distributor 
and trading territory which the com- 
mittee developed as problems which 
have been solved. Also the suggested 
distributor contract developed by 
this committee after considerable 
study and research. 

Jack Dale, Briggs-Weaver Ma- 
chinery Co., Dallas, Texas, told of 
special trains to Dallas convention 
arriving on April 29 and outlined 
many interesting features of the pro- 


gram that will make the convention 
one to be remembered. 

Other members taking part in the 
open forum discussions were: W. A. 
Link, Tafel Electric & Supply Co., 
discussing “How can distributors 
obtain more of the industrial busi- 
ness now going direct”; R. E. Kra- 
mer, H. Channon Co., and R. M. 
Easton, The E. A. Kinsey Co., on 
the subject “What is the effect of the 
establishment by a manufacturer of 
additional sales outlets in a territory 
in which he is adequately repre- 
sented by industrial supply distribu- 
tors’; and Edward K. Welles, 
Charles H. Besly & Co., discussing 
“Why does selective distribution 
help the manufacturer as well as the 
distributor.” 





Selling Good Will 


HEN a man buys an estab- 

lished business, including the 
good-will, is he thereby protected 
from having the seller of the busi- 
ness set up in competition against 
him with a view to getting the cus- 
tomers of the business away from 
the new owner? 

That question was recently an- 
swered by the Court of Appeals of 
Kentucky in this way: “Good-will 
has been defined as the probability 
that the old “customers will resort 


to the old place. This includes not 
only the probabilities attaching to 
a location but those attaching to an 
established business wherever it 
may be situated. Sale of good-will 
either in express terms or implied 
from the sale of the business, car- 
ries with it certain implied obliga- 
tions on the part of the seller. There 
is at least an implied promise that 
the seller will not solicit the trade 
of old customers nor do any act that 


will interfere with the buyer’s use 
and enjoyment of the business.” 

The best plan in buying a busi- 
ness is to require the seller to agree 
in writing not to engage in the same 
line of business within a certain ter- 
ritory where the old business is 
located for a specified period of 
time. Such agreement will perhaps 
be in restraint of trade but will be 
upheld by the Courts where the 
limitations of time and territory are 
reasonable for the protection of the 
new owner of the business. 





Can’t Cancel Order 


BUSINESS man who has in the 
back of his mind that he may 

cancel an order if conditions be- 
come unfavorable, may find himself 
obligated to pay in full for the goods 
he has ordered. Once an order has 
been placed, the buyer ordinarily 
does not have the right to cancel. 

In a recent case a buyer, after 
inspecting certain merchandise he 
had ordered, rejected it because of 
alleged inferior quality. Thereafter 
he made an offer by telegram to 
accept the goods at a reduced price. 
The next day the seller accepted the 
reduced price offer by telegram. 
Then the buyer attempted to with- 
draw the reduced price offer. 

“The attempted withdrawal of 
the reduced price offer was_inef- 
fective,” the Arkansas court pointed 
out, “because of the seller’s reason- 
able promptness in wiring his ac- 
ceptance. 











MERCHANDISE MART . CHICAGO, ILLINOIS 


Make Volume Sales—Bigger Profits! 
FULTON HUMIDIFIERS 


FOR SURE 
FIRE SALES 





‘oronto, 
If You Cannot Get SWING.A-WAY From Your 
Jobber, Write For Information To Low 
4 ow Prices 


THE aaa PRODUCTS COMPANY 


Thousands are in the market right now for Fulton airmoisteners—a 
complete line. Everyone with registers or radiators is your prospect! 
Healthifier (shown). Fits between radiator coils, where evapora- 
tion is greatest. Water Pans concealed—cannot tip over. 
Airmoistener — Fits top of ra- 
diator securely. Water evaporates i 
from three sides of twin water & 
pans. 

Humidifier and Shield — For 
floor and wall registers. Shield pre- 
vents dust streaked walls. 


Ask Your Wholesaler About Our ff 


















PATENT NOVELTY COMPANY 
305 EIGHTH AVENUE FULTON, ILLINOIS 
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AMERICAN CHAIN DIVISION @ and te CHAIN & CABLE COMPANY, 
rr \AGY BRIDGEPORT, CONNECTICUT GO Busines for Your Sapely 








National 


HARDWARE 


HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and effi- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 
Sliding Door 
Hangers 








Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 


Screen H aedweane 























National Manufacturing Co. 
STERLING - + + ILLINOIS 


BB MMe a 
m THIS AD ft 
RESOLE SHOES 


FOR ONLY 
90-LO mends holes worn 
spots in rubber, leather, 
=e. Spreads like butter. 
ries tough overnight, 
Flexible, non-skid, water- EACH 


rest. Won’ t come off— 

ma 4KUaranteed! 25c (25 
iD repairs). At all 10c 
*) & hardware stores, 


SO-LO WORKS, Cincinnati, O. 
YOUR JOBBER FOR SO-LO 


DENISTON 


Triple Lock 


“Lead Seal” NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 
by “bump” . Send for samples. 


The DENISTON Co, Wssern2 


E-Z CORN POPPER 
The Original Rotary Corn Popper 


The Popper That Puts 
The Pop in Pop Corn 



















PHONE 



















Use Any Kind of Heat 


Ask Your Jobber 


0. S. KEENE MACHINE CO., - ELKHART, IND. 
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The “WHO MAKES IT?” issue of 
HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Bloomsburg, Pa.: Who makes a 
dog sled for a team of huskie dogs? 
A. W. Thuman & Son. 


ANSWER: Fiala Outfits, Inc., 10 
Warren St., New York, N. Y. 


Cincinnatus, N. Y.: Who makes 
the Johnson bench furnace? A. B. 
Brown. 


ANSWER: Johnson Gas Appli- 


ance Co., Cedar Rapids, Iowa. 


Utica, N. Y.: Who makes cam- 


paign-torches? Doyle Hardware. 


ANSWER: P. Wall Mfg. Supply 
Co., 3100 Preble Ave., Pittsburgh, 
Pa. 


Miami, Fla.: Who makes the 
Ohlsson 23 motor for model air- 
planes, etc.? A. M. Collot. 


ANSWER: Ohlsson Miniature, 
Inc., 3340 Emery St., Los Angeles, 
Calif. 


Wakefield, R. I.: Who makes the 
Good Roads Champion snow plows? 
Wakefield Branch Co. 


ANSWER: Good Roads Machy. 
Corp., Kennett Square, Pa. 
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MAKES IT?” 


Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been seiected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Atlanta, Ga.: Who makes the 
Wright files? King Hardware Co. 


ANSWER: Wright Bros. Co., 
Lisbon, Ohio. «< 


Plymouth, Ind.: Who makes the 
In-A-Dor beds. C. L. Morris Lum- 
ber Co. 


ANSWER: Murphy Door Bed 
Co., 712 N. Wells St., Chicago, Ill. 


Chicago, Ill.: Who makes the 
Pres-To fountain-pen-like oiler? 
Goodkin Hdwe Co. 


ANSWER: Dill Mfg. Co., 684 E. 
82nd Street, Cleveland, Ohio. 


Port Washington, L. I: Who 
makes Gaines dog food? Shields 
Bros. 


ANSWER: Gaines Food Co., 
Sherburne, N. Y. 
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Grand Rapids, Mich.: Who makes 
Universal Washboards? Meyers 
Hdwe. Co. 


ANSWER: National Washboard 
Co., 310 S. Michigan Ave.. Chicago, 
Ill. 


Santa Fe, N. Mex.: Who makes 
the Kasenit case hardening com- 
pound? Cartwright Hdwe. Company. 


ANSWER: Kosenit Co., 114 Lib- 
erty St., New York, N. Y. 


Scranton, Pa.: Who makes the 
Health Mine vegetable and fruit 
press? Weeks Hdwe. Co. 


ANSWER: Modern Diet Products 
Supply Co., 1428 N. 24th St., Mil- 


waukee, Wis. 


Alpena, Mich.: Who makes Flat 
Fish bait? Zolnierek Hdwe. Co. 


ANSWER: Helm Tackle Co., 4776 
Concord St., Detroit, Mich. 








1940 


BLAKE & LAMB 


The steel trap which “showed its 
metal” during the 1939 trapping sea- 
son will again be the outstanding 
value for 1940. Before pledging 
yourself to any brand of steel trap 
for the coming year—consider the 
proposition which The Hawkins Com- 
pany will present to the hardware 
trade. A proposition so advanta- 
geous that it will enable the jobber 
and dealer to meet and beat any 
form of competition! 





THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 


SOUTH BRITAIN, CONNECTICUT 





Now: A 
COMPLETE 
LINE OF 


YXi ume) foleate) [ack 


Make fresh paint fresher than fresh 
and old paint new, ELECTRICALLY 
perfectly condition contents of all 


sizes of cans, in a jiffy, without mar- 
ring can or label. 
The No. 30 RED DEVIL for 1/4 pint to gallon cans 


is now offered with rugged permanent base, four 
can adapter, square can adapter 


0. 34 RED DEVIL for !/4 pint to quart 
cans. Fits right on the counter 


No. 33 RED DEVIL takes from 2 to 5 
gallon cans. Triple 3-Way Action 





FENCER 
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Classihied Opportumitiea, Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clansified Adwentining Rater | 





Help Wanted, Accounts Wanted 


Bet solid, maximum, 50 words...... $3.00 
All — maximum, 50 words... 4.00 
additional word........ -06 


Positions Wanted 


mal word ae eccccccces 01 
Allow Beven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
inch 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 10% off; 8 insertions, 15% ¥ 
special rate, discounts do 


Due to the these 
not’ apply on" Position Wanted Advertise 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 





HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 
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HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 

clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West ‘and Street, 
New York City. 








YOUNG MAN WITH CHAUFFEURS LI- 
CENSE desires position driving and assisting 
outside salesman. 3 years experience in 
metal rolling industry. Willing worker, good 
appearance, pleasing personality and quick 
to learn. Write 


Box No. D-769, care of HARDWARE AGE, 
239 W. 39th St., New York City 











BUSINESS BEGINS IN ’40 


for the employer who is wacky enough 
to match my present salary of $30, or 
more, and offers advancement possi- 
bilities. My qualifications are—single, 
age 26, but feel 60. After ten consecu- 
tive years (two employers) of better 
retailing I don’t know a thing about 
builders’ or shelf hardware, carpen- 
ters’, precision, or draftmen’s tools, 
plumbing, paints, electrical, house fur- 
nishings, locksmithing, or showcard 
writing. Definite up-to-date advice, 
exceptional personality, and good judge 
of value, the secret of my failure. 
Has merchandising and display ideas 
that are screwy, Metropolitan area. 
Position selling electric fans to Eskimos 
preferred. 

Address Box 0-777, care of ngnewans AGE, 

239 W. 39th St., N. City 











~ 





SALESMAN TEN YEARS CONTACTING 
HARDWARE jobbers, wholesalers, mill supply, 
builders’ supply, oil well, railways, industrials, 
electrical goods, auto accessories, department 
stores, house furnishings, — unit buyers, 
large dealers. Texas, Oklaho: Arkansas, 
Louisiana. Desires direct ieetery @ connection for 
this territory. Address Box D-697, care of 
Harpware Acz, 239 W. 39th St., N. Y. City. 





PURCHASING AGENT, 9 YEARS’ EX. 
PERIENCE in the wholesale hardware and 
electrical manufacturing field. Age 29. Now 
employed. Desires position with future and op 
tunity for advancement. Any location. Excellent 
education. Best of references. Address Box 
ae = of Harpware Ace, 239 W. 39th St., 

ity. 





— 





MY FIFTEEN YEARS’ EXPERIENCE in the 
manufacture and sale of electrical appliances is 
now available to manufacturer of similar products, 
either in internal or external sales organization. 
Last six years Pacific Coast manager for well-known 
Eastern manufacturer. Know hardware and electrical 
jobbers and department store accounts. Ability to 
address jobbers’ sales force and handle demonstra- 
tions and promotions. An interview will —s forth 
sales record of results. Free to rey anywhe 
Address Box D-718, care ‘. ARDWARE AGE, 
239 W. 39th St., wer eiy m 








Young married man of Maren. Aeoeenen 
with five years’ chain atore and hardware experience; 
window trimming and counter layout a, a tpeclaty be- 

of all phases of store opera- 
tion; also linoleum m aeaeni and glazier. A perma- 
nent location Lo al with future dependent upon 


ability and 
aL LEMMON 
10 West 4th Ave., Clearfield, Pa. 

















DO YOU NEED A BUTLDERS’ HARD- 
WARE MAN? I am 30 years old and married. 
I have had 12 years’ experience in both buying 
and selling for a builders’ hardware manufacturer. 
Prefer wholesale or retail connection doing 
around $100,000 annually. Presently employea 
and only interested in permanent proposition. 
If you need somebody to build up your builders’ 
hardware sales, here’s your chance! Address 
Box D-742, care of Harpware Ace, 239 W. 39th 
Se. N. Y. Ciely. 





SALESMAN DESIRES POSITION WITH 
MANUFACTURER. Have traveled the South- 
eastern States. Have fine acquaintance with 


WIDE AWAKE HARDWARE SALESMAN 
WISHES job on firing line preferably with 
some progressive manufacturer in the Middle 
West. Well acquainted with all the jobbers and 
large retail dealers throughout Ohio, Michigan, 
Indiana, West Virginia, New York State and 
Canada. Not afraid of hard work and willing 
to do missionary work if necessary. Address 
Box D-772, care of Harpware Acer, 239 W. 39th 
S., B. F. Cae 





SALESMAN—15 YEARS’ EXPERIENCE. 
WELL known to industrial and retail buyers in 
Metropolitan New York and New Jersey. Wants 
connection with manufacturer of industrial line. 
Experienced salesman and purchasing agent. 
Married. Best references. Address: A. 
Payeur, 363 Linden Blvd., Brooklyn, N. Y. 





jobbing trade. Capable of buying and ry 
work. Married man, forty-seven years of age. 
Highest references. Would like permanent con- 
nection. Address Box D-778, care of HaRDWaRE 
Ace, 239 W. 39th St., N. Y. City. 





SALESMAN—A TRADE BUILDER, NOT 
just an order taker, with years of experience 
and several hundred established accounts with 
down state Illinois retail hardware, lumber and 
implement dealers wants high quality, repeat spe- 
cialty line or item on commission. Have dealers’ 
confidence and can introduce new quality line. 
Personal interview preferred. Address—P.O. 
Box 784, Peoria, Illinois. 








SALESMAN DESIRES POSITION. HAS 
TWELVE years’ experience selling the hardware, 
building, fishing tackle, and 2 ants o> goods trade 
of Southern New York State anufacturer’s 
line desired, but would consider a specialty ling 
for large jobber. Best of references. Can go 
anywhere. Address Box D-727, care of Harp 
ware Ace, 239 W. 39th St. N. Y. City. 





SPECIALTY SALESMAN, 32, NOW CON- 
TACTING wholesale, retail hardware and paint 
trade in Louisiana and Mississippi wishes to 
sever present connection. Would like to hear 
from a reliable manufacturer of quality products. 
Commission and expenses or salary and expenses 
acceptable. Will furnish excellent references. 
Address Box D-763, care of Harpware Ace, 239 
W. 39th St.. N. ¥. City. 




















TRADE SALESMAN WANTED 

FOR STATE OF FLORIDA 
EXCEPTIONAL OPPORTU- 
NITY for experienced salesman 
who has sold Paint Stores, Hard- 
ware Stores and Lumber Yards. 
The man we want must have good 
acquaintanceship in this field and 


a capable salesman with a 
proven Sales record. 
Remumeration: Salary and ex- 
penses. 


Address replies in confidence to— 


VITA-VAR CORPORATION 
Newark, New Jersey 














HARDWARE MANUFACTURER DESIRES 
SERVICES OF responsible commission salesman 
covering Ohio. Must have established clientele 
among hardware jobbers and retailers. Exclusive 
territory. Address Box P's 775, care of HarpwaRE 
Acz, 239 W. 39th St., N. Y. City. 








Samples of Merchandise, Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 
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Accounts Wanted | 











OPPORTUNITY FOR 
SALESMAN WHO CAN 
TAKE RESPONSIBILITY 


Nationally known, old established 
hardware manufacturer in housewares’ 
field wants salesman for permanent 
position. Salary, expenses and bonuses. 
Must know how to work with hard- 


ware jobbers to increase sales. 


Preference given to man experienced 
in our line having successful record 


with jobbing trade in middle west. 


Full presentation of age, education, 
experience, salary requirements and 
qualifications necessary to secure in- 


terview. 


Address Box D-770, care of 
HARDWARE AGE, 
239 W. 39TH ST., N. Y. CITY 














SALES REPRESENTATIVES WANTED!!! 
to sell NEW COFFELATOR. Easiest selling item 
on the market. 2 to 6 cups of the most delicious 
coffee in 1 to 3 minutes. No metal parts. Famous 
infusion method. Approved by coffee experts. Best 
Creole China. 6 beautiful colors. Sell anyone in 
your territory. Wonderful opportunity for “‘live 
wire.’’ Establish your own — Write at once 
stating what territory you can 

Address—COFFE ELATOR. ‘COMPANY 

Market Sinant, Newark, N. J. 

















- 


REPRESENTATIVE, TERRITORIES 
AVAILABLE FOR NEWEST, outstanding rat 
exterminator, beautifully packaged, a repeater, 
attractive commission. Address—Stanley Indus- 
tries, 13401—24th Ave., So., Seattle, Washing- 
ton. 





PAINT SALESMEN—GOOD OPENING 
FOR 2 qualified men with some paint following 
among the larger jobbers, dealers, mill supply 
houses, lumber yards, etc. The line is attrac- 
tive, large and complete, with several fast-selling 
specialty items. Confidences respected. Address 
—The White Company, Manufacturers. since 
1919—East Biddle Street, Baltimore, Md. 














ESTABLISHED MANUFACTURERS’ 


SIDE LINE SALESMEN FOR HACKSAW | AGENT LOCATED IN Twin Cities, selling the 


blades and welding rods, all territories open ex- 
cept New York and New England States. Only 
those having following among large mills, fac- 
tories, and industries write. Give all pertinent 
information stating lines carried and territory 
covered. Address—Margun Hardware Co., 510 
E. 73 St., New York City. 











[ Accounts Wanted —| 





wholesale hardware, general merchandise and 
electrical jobbers as well as department and chain 
store trade, interested in obtaining two or three 
more lines. Territory covered—Minnesota, Iowa, 
Wisconsin and the Dakotas. Particularly inter- 
ested in low-priced auto seat cover, cutlery, 
shears, toys, and carded lines. Address Box 
D-776, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 











| Bariness Opportunities | 








< ful Sal 


of Builders’ Hardware, 
tools and related specialties seeks non-competing 
lines for representation in Metropolitan New York 
area. Would also consider gga connection 
with one manufacturer, preferably for territory men- 
tioned. Enjoy wide acquaintance among wholesalers 
and retaHers and can furnish ample favorable refer- 
ences as to character and ability. Available imme- 


diately. 
Address—-MURRAY L. KOTCH, 
1809 Phelan Place, Bronx, N. Y. City. 




















WE WILL PURCHASE FOR CASH 
Any Quantity of 
HARDWARE—TOOLS—PAINT, ete. 

Write what you have to offer. 


MAZER BROTHERS 
The Bourse Phila., Pa. 


Note: We are also cash buyers of entire 
stocks of merchandise—no stock too large or 
too small. 








NS 





SALESMAN WITH YEARS’ EXPERIENCE 
IS open for connection with reliable manufac- 
turer to sell in and around St. Louis, Mo. Well 
acquainted with Hardware line and the General 
Merchandise Lines; bought same for a wholesale 
house for many years. Will sell on salary basis 
or straight commission. Address—Herman_ T. 
Fabricius, 3680 Bellerive Blvd., St. Louis, Mo. 





MANUFACTURERS’ SALES REPRESEN- 
TATIVES. METROPOLITAN NEW YORK 
territory, calling on hardware, plumbing and 
janitor supply jobbers and dealers. Vast experi- 
ence. Seeking additional line in conjunction with 
one of America’s top notch lines, which we rep- 
resent at present. If your line has merit, please 
address—Saltzman & Frank, 1133 Broadway, 
New York City. 





TO MANUFACTURERS. WE MANUFAC- 
TURE HARDWARE lines which we sell direct 
to the jobbing and retail trade in the following 
states: New England, New York, New Jersey, 
Pennsylvania, Ohio, Michigan and Indiana. To 
reduce our administrative expenses we need addi- 
tional lines to sell this trade. We buy for 
resale. We are well known to the entire hard- 
ware trade, having been in business over thirty 
years. Contact us immediately. Address Box 
D-771, care of Harpware Ace, 239 W. 39th St., 
Nw. ¥. City. 





WELL-KNOWN HARDWARE SALESMAN 
ON COMMISSION BASIS WOULD LIKE TO 
HAVE ONE OR TWO GOOD LINES TO 
SELL TO THE WHOLESALE HARDWARE, 
MILL SUPPLY AND AUTOMOTIVE 
TRADES AND SOME INDUSTRIAL IN DA- 
KOTAS, MINNESOTA, IOWA, NEBRASKA, 
KANSAS, MISSOURI (WITH EXCEPTION 
OF ST. LOUIS), COLORADO, AND UTAH. 
GOOD REFERENCES. ADDRESS — BOX 
D-774, CARE OF HARDWARE AGE, 239 
WEST 39TH STREET, NEW YORK CITY. 





WANT TO BUY HARDWARE AND paint 
store within 100 miles of New York City. Turn- 
over between $19,000 and $15,000 annually. Send 
complete details. Address Box D-779, care of 
Harpware Acer, 239 W. 39th St., N. Y. City. 





CANADIAN CHAIN OF 5¢ TO $1.00 
STORES operating eighteen stores would be in- 
terested to hear from manufacturers. Interested 
in lines selling to similar syndicate stores in the 
United States. Inquiries solicited. Address— 
United 5¢ to $1.00 Stores of Canada Limited, 
3791 Notre Dame St., West, St. Henri, Mon- 
treal, P.Q., Canada. 





PAL-MOS, FULLY PATENTED (U. §S., 
Canada) 6 lb. safety metal seat for window 
cleaning, repairs, bp ainting, swing. Easily 
mounted, sustains 625 Ibs. Excellent moderate- 
priced household item. Ready sale, good prof- 
its. Account ill health, owner will sell patents, 
finished seats, materials, special machinery. Ad- 
dress Box D-773, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





FREE CATALOG — CONTAINING BAR- 
GAINS IN auto supplies, tires, tubes, tools, ma- 
chinery and equipment. This is a handy catalog 
containing fast moving, every day items for auto 
supply stores, garages, automobile repair shops, 
and gasoline service stations. Priced for quick 
sales. Address—American, 1189 Bedford Ave., 
Brooklyn, N. Y. 








[Help Wanted ] 








HARDWARE MAN, EXPERIENCED ONLY. 
RETAIL store. Must be able to make window 
and store displays. State experience and salary 
wanted. References. Address Box D-754, care 





of Harpware Ace, 239 W. 39th St., N. Y. City. 








The Story of the 
“WANT AD” 


Year after yaar HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 
tising published. Q Its classified columns have proven 
a valuable aid in bringing together buyer and seller, 





A Business paper’s value as a vehicle for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. @ Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is most widely and thoroughly read 
in the hardware trade. 


employer and employee. Those who contact the 
hardware trade most closely know, from observation 
and experience, that HARDWARE AGE is most 
widely and thoroughly read by live hardware men. 


HARDWARE AGE 
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1939 
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STANLEY HARDWARE 
for Carefree SLIDING DOORS 


The Stanley Line includes qual- 
ity hardware for ail types, 
sizes and weights of sliding 
doors—from lightest garage to | 
heaviest barn doors. It is hard- 
ware built to work smoothly as 
long as the building stands. The 
kind of hardware you like to 


sell. ; 
STANLEY a 
sedate Weatherproof track, No. Y2647= 
Roller bearing hanger, No. Y2657, 





THE STANLEY WORKS 





0 ia 
New Britain, Conn. ios gee pound doors 144” to 21/2 





FOR (are @- DOORS SELL STANLEY HARDWARE 











New Business Opportunities. = 


THE TRUE TEMPER TAPER FORGED SHOVEL 
THE TRUE TEMPER DYNAMIC HAMMER 
THE TRUE TEMPER TOMMY AXE 


Have set new highs...in buyer preference 
.-.in sales... because of tremendously 
improved design ... utility... value. 


For your profit’s sake...be the first to display and promote 








TRUE TEMPER Propucrs 


COLUMBIAN ..:.. ROPE 
Starts with Carefully Selected Fibre — 


No other cordage mill, besides Columbian, maintains such a complete 





buying, packing and warchouse organization in the far-off Philippines. 
That's why the fibre used in Columbian Rope is quality-controlled, 
This typifies the care and inspection that Columbian 


maintains every step of the way! 


COLUMBIAN ROPE COMPANY 
AUBURN, "The Cordage City,’ N. Y. 


Genuin° DOMES & SILENCE 
SLIDE SILENTLY -SOFTLY- SMOOTHLY 
De SET -10c SET-1 SAVE FURNITURE 

& FLOORS-CRE 


Ask your Jobber s not supplied write to 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y. C. 
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The Dash (—) Indleates that the Advertisement Does Net Appear in This Issue 
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Abrasive Prod., Inc. ....-+-++:+ 
Acme Steel Company .......-- 
Ade-O-Matic Co. 
All-In-One Cement Co. ......--- 
Allen Mfg. Co., The .......++- 
Aluminum Goods Mfg. Co. ..... 
American Chain & Cable Co., Inc. 
American Chain Div. ........- 
American Fork & Hoe Co., The.. 
American Sponge & Chamois Co.. 
DAG. cre nsee 6 005 0049 0-68 60:0 
American Steel & Wire Co. 
American Thermometer Co. .... 
American Thermos Bottle Co., 
_ PP Perr rire Tre ere cet. 
American Turpentine 
Assoc., Cooperative .........-- 
Ames Baldwin, Wyoming Co. 
Animal Trap Co. of America 
Arcade Mfg. Co. 
Archer-Daniels-Midland Co. ..... 
Armstrong-Bray & Co. .......+. 
Armstrong Bros. Tool Co. ..... 
Asbestos Textile Company, Inc.. 
Atkins & Co., E. C. 
Automatic Products Co. eccccece 


B 


Baheock Os... Ws Wa cccccvnses 
Baker, McMillen Co. .........- 
Ballonoff Metal Products Co. 
Barrett Cp., TRE ccccccccccce 
Pe Pe. CG, Waacessveese 
Bassick Co., The .......cccces 
Behr Manning Corp. ..........- 
Berns Co., Inc., Otto .......00. 
Best Universal Lock Co., Inc. .. 
Bethlehem Steel Co. .......... 
Bissell Carpet Sweeper Co....... 
Blaisdell Pencil Co. .......... 
Romer Big. Co. .cccccocccccce 
Bommer Spring Hinge Co. ..... 
Bond Electric Corp.. Div. of 
Western Cartridge Co. ...... 
Borg-Warner Corp. ...........+. 
Boston Varnish Co. ............ 
Boston Woven Hose & Rubber 


(Plastic Wood) 
(Three-in-One 





Brown Corp., W. R. 

Builders’ Hdwe. Textbook ...... 
SGNN TOW TEC. ccc cicscscese 
PCE MG. Sica wdwcadeesece s 


Calbar Paint & Varnish Co. 
Carborundum Co., The ........ 
Carey Co., The Philip.......... 
Carnegie-Illinois Steel Corp. .... 
Carrollton Metal Products Co.... 
Casein Co. of Amevica ........ 
Central Commercial Co. (Sta-So) 
Champion Hardware Co., The 
Cheney Hammer Corp., Henry 
Chicago Loe Co. 
Chicago Roller Skate Co. ...... 
Chicago Spring Hinge Co. ...... 
Chicago Wheel & Mfg. Co. $0 
Chisholm-Ryder Co., Ine. ...... 
Clayton & Lambert Mfg. Co. : 
Clemson Bros., Inc. ........... 
Cleveland Chain & Mfg. Co., The 
Cleveland Wire Spring Co., The 
Ce SC Ms  dccneoeecéacoe 
Coburn Trolley Track Co. ...... 
Coleman Lamp & Stove Co. 
i ee 
Columbia Steel Co. ............ 
Yolumbian Rope Co. ........... 
‘olumbian Vise & Mfg. Co. 
‘omfort Bed Spring Co. ...... 
onnecticut Valley Mfg. Co. .... 
ontinental Screw Co. ......... 
ontinental Steel Corp. ........ 
Pe Gs Es les ED wehiscccin 
Sorbin Cabinet Tock .......... 
a Fe ee ee 
GN ED: nieces 0 seu 
ross Co... W. W. 

yele Tr aides of America, Inc. 
eee Pemem CO: wiacdccasvec 
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Damascus Steel Products Co. ... 
Dazey Churn & Mfg. Co. ...... 
Dempster Mill Mfg. Co. ........ 
Deniston Co., The 
Desmond- Stephan Mfg. Co. 

ig SEE OT OT eT eee 
Diamond Calk Horseshoe Co. ... 
Dickson Weatherproof Nail oe 
Dietz Co., R. E. 
Disston & Sons, Inc., Henry .... 
Dixon Crucible Co., Joseph 
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Drake Electric Works, Inc. .... — 
du Pont de Nemours & Co., Inc., 
E. I., Fabrics and Finishes 
Dept., Chemical Specialties .. — 
Dudley Lock Co. ......++++++++ — 


Eagle Lock Co. _ 
Eagle Mfg. Co. OT 
Eagle Rule Mfg. Co. .....-++--- -- 
TROE OO. 0 ccccvccccccccccess —_ 
Elastic Tip Co., The .......++-+ — 
Electro-Line Fence Co. ......-+- _ 
Embury Mfg. Co. ...--+eeeeees _— 

1 





Emco Mfg. Co. .....2e-seeeeees 
Enterprise Mfg. Co.-of Pa. .. 

Estate Stove Co., The .......-- 
Everedy Co., The ....-+--+ee8. 


Flexible Steel Lacing Co. ...... _— 
Flex-O-Glass Mfg. Co. _ 
Florence Stove Co. ...+-.+++++ 
Foster Company, Benj. 
Fox Shotguns ......+++eeseeeee 
French & Hecht, Inc. ......-.- 
Frick-Gallagher Mfg. Co. Pare 
Frigidaire Div. .........- 





Gale Products ......+seseeeee. 20-21 
Gardiner Metal Co. ..... _ 
General Electrie Co. (Fall Line) —_ 
General Electric Co., Bridgeport, 











Conn., Appliance & Mdse. Dept. — 
General Electric Co., Lamp Div. — 
General Steel Warehouse Co., 

Inc., Bushman Saw Div. . _ 
Gibson Electric Refrigerator Corp. _- 
Gibson Good Tools, Inc. ...... _ 
Gilbert & Bennett Mfg. Co. .... — 
Glass Coffee Brewer Corp. .....- — 
Goodyear Tire & Rubber Co., Inc. — 
Graham Mfg. ero recces eoscoe = 
Gray & Dudley Co. .......++++- _ 
Greenfield — & Die Corp _— 
Greenlee Tool Co. ........ oo = 
Grifflm Mfg. Co. .....ccccccsce _— 
jriswold Mfg. Co., The ....... 30 

H 
Hamlin Metal Prods. Co. 25 
Hanover Wire Cloth Co. _ 
‘Hanson Scale Co. .......++ _ 
Harris Hardware & Mfg. Co., 

Bi Be ccevcccccccvcetsecceue -- 
Hawkins Co., The ........++++- 61 
Hazard penn ry Wire Works _ 
Heineke & ~~" adele soeeeawes —_ 
Heller & Co., W. C. ...6.se0ess — 
Hilger Co., ihe rer eT Te _ 
Hillerich & Bradsby Co. ....... = 
RR Serre rere — 
Hoffman Co., H. one = 
PPS rrrr rrr oe — 
Hoppe, Inc., Frank A. ........ _— 
Se 9.6. a 6 Ccadndend eee 47 
Hoyt & Worthen Tanning Corp.. — 
BOROEEEEN GR. ci ccc rccdsscces _ 

I 
Imperial Bit & Snap Co. ....... — 
Independent Lock Co. ......... 65 
Bmestse BEER. GO. cccccscccccec _ 
Indiana Steel & Wire Co. ...... 57 
Ingersoll Steel & Disc Div. Borg- 

Wee? Gaeee 06 \s0.0 0.0080 60,060 -—- 
International Harvester Co., Inc. — 
Inventory Sheets ............+.- — 
Iron Glue Div., McCormick Sales 

Ch catenehat eae seeege ehees —_ 
Irwin Auger Bit Co., The ...... — 

J 
ND SE (OO «i006 6/462 Web a — 
Jaye Mfg., Inc. ivacae 
Jennings Mfg. Co.. The “Russell 
Sy Sg, kg. Bs. Eee 4S eedsns 53 
K 
Keene Machine Co., 0. S. ...... 
Keil & Sons, Inc., F-ancis 
Keuffel & Esser Co. .......... 


Keystone Steel & Wire Co. 
Kimble Glass Co. ........+4.. 
Kofee Koil Sales Co. 
K-R-O Company 
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The Dash (—) Indleates that the Advertisement Does Net Appear in This Issue 
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Lead Industries Assoc. .......-- 
Libbey-Owens-Ford Glass Co. ... 
Lightmore Appliance Corp. ..... 
Lincoln-Schlueter Floor Machin- 

GF GO. cccccscccctccccocces 
Lockwood Hdwe. Mfg. Co. ..... 
Lowe Brothers Company, The.. 
Lufkin Rule Co., The .......-++. 


McCormick Sales Co.. Inc., Iron 
Glue Div. 
McDonald Mfg. Co., A. Y. . 
McGill Metal Prods. Co. ....... 
McKinney Mfg. Co. 
McLaughlin Gormley King Co. 
Manning-Bowman Co, .......... 
Marble Arms & Mfg. Co. 
Master Lock Co. 
Master Rule Mfg. Co., Inc. 
Maze Company, W. H. eda a 
Merchandise Mart, The ........ 
Metal Textile Corp. 
Miami Cabinet Div. of The 
Pee COROF Ge. cc ccc cc ceces 
Micro-Lite Co., Ine. 
Miller, Inc., Robert E. 
Millers Falls Co. 
Moore Enameling & Mfg. Co., 
TD 0 we0.05 5068600604 6.000 6 8< 
Moore Push Pin Co. 
Morse Twist Drill & Machine Co. 
Morton Salt Company ......... 
Murphy’s Sons Co., Robert 
Murray Ohio Mfg. Co., The .... 
Myers & Bros. Co., The F. E. 


National Lead Co. 
National Mfg. Co. 
National Screw & Mfg. Co., The 
New Haven Clock Co., The .... 
a Os MD 60.0 654 0-5:00.0-c 
Nicholson File Co. ........s02. 
Norcross & Sons, C. 8. ........ 
BD 6.4.0 0-0 6:0005:00098% 
North American Press, The .... 
North Bros. Mfg. Co. 
Nortom Abrasives .....ccccccsce 
Norton Lasier Co. 





ae ee 
Oliver Iron & Steel Corp. ... 
te 2. ok, eee 
Owens-Illinois Can Co. 
Oxford Tool Co. 





OE eer eer ee errs 
Paine Company, The ........ m 
Parker Co., Charles .......... 
Parsons Bros. Slate Co. ....... 
Patent Novelty Co. 
WOUND BU Gi ccc ccccsscs 
Perforated Pad Co. 
Peters Cartridge Div. .......... 
Saree 
Pittsburgh Plate Glass Co. 

(Pemmvernes Div.) .....0000+ 
Pittsburgh Steel Co. .......... 
Plastic Prods. Company ........ 
Plumb, Inc., Fayette R 
Plymouth Cordage Co. ......... 
Plymouth Rubber Co., Inc. ..... 
Porter Cable Machine Co. 
eo ee ee 
Progressive Mfg. Co., Inc 
l'uritan Cordage Mills 


R 


Raybestos-Manhattan, Inc. ..... 
Remington Arms Co., Inc. 
Reynolds Wire Co. 
Rich Ladder & Mfg. Co., The 

Richards-Wileox Mfg. Co. ...... 
Robertson, A-thur R. 
Rochester Sash Balance Co., Inc. 
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Rogers Isinglass & Glue Co. 

Rotenone Prod. Co., Inc. ...... 
Ruby Chemical Co. ..........+. 
Ryerson & Son, Inc., Jos. T. ... 


s 

Samson Cordage Works ........ 
Sands Level & Tool Co. ........ 
Sandvik Saw & Tool Corp. 

Savage Arms Corp. .........++:. 
Schacht Rubber Mfg. Co. ...... 
Schaefer Brush Mfg. Co. ...... 
Schalk Chemical Co. .......... 
Schats Mfg. Oo. ....ccccccscees 
Schlueter Mfg. Co. ..........+- 
Schollhorn Co., The Wm. ...... 
Sentinel Radio Corp. .......... 
Shapleigh Hardwa:e Co. ....... 


Sheffield Bronze Powder & Stencil 

GU.” Mae sune oe t00.4040.4.60.0006 
Shelby Spring Hinge Co. ....... 
Sherman Mfg. Co., H. B. ...... 
MOUENTEET, EMG, cccccscccccace 
BE Sad cocccceccsaseces 
BS 8 Se ree 
ae 
Skuttle Co., J. os WG: 6s cteuse 
Smith & Co. pe abadsscuces 
Smith, Inc., 5 Fa eee 
Smith & Sons, | re 
Soilicide Lab., Ns 4606000 e¥ese 
Be-Le WelRe, IC. .cccccccecse 
Speedway Mfg. Co. ............ 
Standard Fence Co. ..........- 
Stanley Tools, Div. of the Stan- 

a rrr ree 
Stanley Works, The ........... 
Star Heel Plate Oo. ........... 
Stevens Arms Co., J. .........:; 
— t Iron Works Co., Inc., 


samen. A-Way Steel Prods. Co.. 


T 


Taylor Instrument Companies ... 
Tennessee Coal, Iron & Railroad 

Ty catedehé00666.00:6-600- 402-3 
TEMMOGERS COE, -c.00ssccvcscecs 
eee & Son Co., The Henry 


MU PEP TIPLE EL eee Tee 
EG cn nc AS 060 6e ee es 
ewaseee, BM. We. ccccecvcccces 
Trico Fuse ee 
EE “neans etebeuneee eases 
Triplex Screw Co., The ... 
Tubular Rivet & Stud Co. 
Turner, Day & Woolworth Han- 

dle Co. 





Union Fork & Hoe Co., The .... 
Union Hardware Co. ........... 
Sf aa ee 
United Stove Co. 
Universal Equipment Co. ....... 
Utica Drop Forge & Tool Corp.. . 


Vv 


Vaughan Novelty Mfz. 
Vischer Products Co. 
Vent-A-Hood Co., The .. 
Vita Var Corp. ....... 
Vichek Tool Co., The 





w 


Wabash Appliance Corp. ....... 
Wall Rope Works, Inc. 
Warren Tool Corp. ....... 
Warwood Tool Co. 
Western Cartridge Co. ......... 
Western Cataphote Corp. 
Westheld BEIGE. Oo. ....cscccces 
Westinghouse Electric & Mfg. 

Cy. sia needs WAN 50 464.6 btn 680-6 
Wickwire Brothe-s ............ 
Winchester Repeating Arms Co.. 
Wiss & Sons Co., J. 
Wooster Brush Co. 
Wright Steel & Wire 
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Yale & Towne Mfg. Co., The 
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QD = AvTOMATIC 
Keyhole Locks 


make ordinary mortise 
locks pick-proof. A fast 
moving counter item. 
Display stand free with 
first order. 


INDEPENDENT LOCK 
COMPANY 
FITCHBURG, MASS. 





Branches in all principal cities 






























































RANGES 
FLORENCE 


GARDNER, MASS. KANKAKEE, 


NEW YORK. CHICAGO, BOSTON, ATLANTA, DALLAS AND SAN FRANCISCO 














A Complete Line for the Hardware Store 


SANDPAPER and 
SHARPENING STONES 


ALL GRITS - ALL GRADES - ALL SIZES 


Specially Packaged For 
Easy Handling And Quick Sales 


Order from your jobber, or write to 
Abrasive Products, Inc., South Braintree, Mass. 


ABRASIVE €# PRODUCTS 





TH BRAINTREE MASSACHL 


JEWELOX «© JEWEL EMERY + JEWEL GARNET EWELITE «© JEWEL * NEW PR 





Standard every- 
where because made 
of plenty of new live rub- 
ber that stays alive. Doesn’t 
out. Extra adhesive. 4 sizes 
1, #2, #4 and #8. In dis- 


play containers, as shown. 


BULLDOG 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass 
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You Can KNOW Your iit. 
BuriLpERS’ HARDWARE 


cI” PARDWARE 
Complete from A to IZZARD 











A. H. BROWNELL'S HARDWARE AGE SERIES 
COMPLETE IN ONE VOLUME ...A BIG 
$3.00'S WORTH FOR YOU AND YOUR MEN. 











There are about 10 ways a hardware man 













BELONGS can use HARDWARE AGE’S Builders 
Hardware Text Book . . . You can keep it READ THIS LIST OF CONTENTS 
in Your FILES in your reference files for immediate, au- 250 PAGES 
thoritative information ... you can take or corp eam 
rd it home at nights and study its Elemen- ADVANCED COURSE 
tary, Intermediate or Advanced Courses WORKING BLUE PRINT 





9 COMPARATIVE CHARTS AND TABLES 


. + + Or you can give it to that smart, 13 LARGE DETAILED DRAWINGS 






young clerk you are training to handle GLOSSARY OF BUILDERS’ HARDWARE 
Builders’ Hardware to study at home, 60 CHAPTERS wane 





to name three ways to use it. 





Here are some of the chapters 






i 
3 
4 
2 
A: 
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A lot of so-called Text Books say they are Model Stock 
complete, but when you get them you find Butts and Hinges 
important information missing. _ is a a aaa 
Text Book which is complete. It’s written : forcwe 
by a-man who knows his subject backwards, Scneditog, Cetin and tennaee - 
forwards and sideways, selling and lage og ol — mg wee Chart) 
Builders’ Hardware, who has the ability to oor Bu omparative Chart 
tell what to do and what not to do in an in- yay Checking—Floor Hinges (Com- 
teresting way . . . The comparative Charts on Mortise Bit Key Locks and Latches (Compara- 
Finishes; Door Butts, Jambs; Mortise Bit Key Locks and Latches; Trim pia “3 ial 
for Mortise Locks; Surface Door Closers and many others are worth the ne 
price alone. = od Mortise Locks (Comparative Chart) 
When the news got around that we were putting Hardware Age’s “Tak- Schools Y Design 
ing the Mystery out of Builders’ Hardware” articles in one fat volume . . . a Hardware (Comparative Chart) 
. . rm arawar 
po began coming in steadily for this complete Surface, Door Closers SSomperattve San 
'° oor es, n 
s : Comparative Chart) ee ee 
You need at least one copy of this Text Book, A. H. BROWNELL, Door Holders and Stop Devices 
maybe more. Use the coupon below and have a Author Lavatory Hardware (Comparative Chart) 
copy where it will do you the most good and make Office Building and Apartment Hardware (Sug- 













gested Lists of Locks) 
School House Hardware (Suggested Lists of 
Locks) 
Hotel Hardware (Suggested Lists of Locks) 
Hospital Hardware (Suggested Lists of Locks) 
Federal Specifications 
Sample Rooms 


you the most money, in your store. It’s attractively 
printed, well illustrated to show to customers, and 
sturdily bound to last for years of heavy usage. 
Your copy is waiting. 


ALL THE REALLY IMPORTANT 
THINGS and MORE, in this VOLUME. 




























- 
HARDWARE AGE 
239 West 39th Street, New York, N. Y. 
Gentlemen: Send me ............... copy (ies) of the BUILDERS' HARDWARE 


C) Attached is my remittance. 
TEXT BOOK at $3 per copy. J Send me invoice with book. 







J. HAROLD DUMBELL, 


Exec. Sec., National Contract 
Hardware Assoc., says: 


“Personally I am looking 
forward to securing for 
my files a bound copy of 
the complete course 
when it is finished. 
It will be a handy 
book to have.” 
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THERMOMETER STYLES 
Have Changed, Too 


Thermometers, like other household appliances, can be built into a 
profitable volume when style and display work for you... Take 
these four new numbers, for example. Each is streamlined in design. 
Each is priced to sell quickly. Each offers performance advantages. 


Feature these styles in your display of winter merchandise. See how 
they click with modern taste and help you capture a greater share 
of the $2,000,000.00 thermometer volume done 
annually through hardware stores. And, remem- 
ber, every thermometer gives you maximum profit. 


‘AMERICAN 
THERMOMETER COMPANY 


ST. LOUIS, MO., U.S.A. 


Order from your jobber, 
or direct. The season is 
here, so act at once. 


AND YOU'LL BE FIRST IN THE 
MINDS OF YOUR CUSTOMERS 





1843-SnppueiGu's MvETY-SiX YEARS OF HowORABLE SERVICE-1959 


Ni _DETaz 
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4A ..SEE OUR SALESMAN... 


“DIAMOND EDGE 1S_A QUALITY PLEDGE” 
Shapleigh National Series No. 2298. 


HARDWARE At! 








